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Idea 
( 
Securing new men is an New Fieldmen of the Every possible i 
ever-important poese of Pan-American are put to aid is extended mem of N 
jency work and is also one work only after proper train- Pan-American agencies. kel 
which may consume more of ing. The Home Office Combining all such aids un- 
the Manager's time than he ~ A this trainin Geouek Oe der one system is the Pan- - 
can afford. The Pan-Ameri- reg x course of instruction, American Interview Plan—a to a 
can maintains os a regular the Company's Confidential positive-working service con- ban 
agency service what is known Training Guide, which gives ducted in the ag 4 on ot 
as its Man Power Plan, a di- beginners the right knowl- of the Company. - 
rech mail system which saves The modern Life Underwriter edge of Life Insurance funda- Planning is recognized és one ~~ than ten years this rote east 
the Manager an untold sells not by word of mouth alone. mentals. This course is sup- of the most essential steps in Life ing system has been helping com 
amount of time in recruiting His sales talks are accompanied ne we by other matter Underwriting. Year-to-year plans Pan-American Fieldmen write ( 
work. The plan secures new by illustrations, by charts, analy- rnished Managers regularly are features of Pan-American ser- Life Insurance. Sales inter- w 
agents and lays a ground- ses, pamphlets and other printed through weekly bulletins, vice to bers of its views are guaranteed with low 
work for rapid training in the matter. Pan-American printed which also keep information These plans provide definite ve ~ twenty of every hundred cast 
business — doing its work sales helps cover every sales an- on Company practices up to working schedules, tying in wi prospects approached aes 
among prospective agents —— policy issued by the date. Regional conferences other company sales helps and Scena the system. In 1932 it cow 
whose qualifications are ~ ny. Many calls are saved likewise add to the Field- services to form complete systems - paid users a return of $13.40 res 
known to the Manager. * the Fieldmen by these aids. man's training. for the use of Fieldmen. per dollar of service fees. “er 
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The Pan-American Contract for Managers ' 















Of course, aids for agency building are not the sole determining § Fieldman meet present conditions; the Pan-American rehabilita- rag 
factors in the success of the newly appointed Field Manager. The tion disability clause providing for disability income of $10.00 pre 
contract under which he operates is of prime importance. per thousand monthly up to 75%, of the face of the policy is a a 

In furthering its agency development program, the Pan-Amer- _ valuable sales feature. mis 
ican has devised during recent months a contract which goes far To the right are listed the states comprising the Pan-Amer- oo 
in assuring successful establishment of new field offices. Unusual _ican's domestic territory. Inquiries from experienced Managers thai 
allowances in the early years more than offset the usual expenses of —between the ages of 25 and o 
organization. The contract, however, provides for no salary. It 45 and, preferably, married— DOMESTIC TERRITORY ren 
pays only for performance, but for this it pays handsomely. will be welcome. Enclose pho- Alabama, Arkansas, Califor- wy 
Agencies established under this contract are proving its value § tograph with first communication nia, District of Columbia, ‘Ss 
to the new Manager joining the Pan-American Field Organization. and state age, experience and Florida, Georgia, Illinois, In- = 

qualifications. New Managers are diana, lowa, Kansas, Ken- rule 
Pan-American policies include all mod- expected to be completely self- tucky, Louisiana, Maryland, = 
ern ordinary contracts; annuities, immedi- _ sustaining until i nianesia, Sietadpgl, Bie izat 
: : 9a eae eee souri, New Mexico, North om 

ate and deferred; group and salary deposit _firmly established basis. Carolina, Ohio, Oklahoma, 
insurance; small monthly premiums help the Address communications to Pennsylvania, South Carolina, 


Tennessee, Texas, Virginia fica 


TED M. SIMMONS, Manager United States Agencies and West Virginia. a 
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Expect Moratoria 
to Be Continued 


Commissioners at June Meeting in 
Chicago May Recommend More 
Liberal Rules 


SEEK MORE FLEXIBILITY 


Ideal Arrangement Seen as Protecting 
Companies, But Making Possible 
Individual Action 


NEW YORK, May 25.—It seems un- 
likely that the strong opposition of 
many western and southern companies 
to a coniplete lifting of the policy loan 
ban will encounter any very vehement 
anti-moratorium sentiment from the 
eastern companies when the subject 
comes up at the commissioners’ meeting 
in Chicago June 1-2. While antagonism 
toward the moratorium centers in the 
east, yet the attitude here lacks the in- 
tensity of conviction of those who favor 
continuance of the restrictions in sub- 
stantially their present form. 

Each company in this region, of 
course, has its own attitude on the sub- 
ject but it is certain that none of the 
group generally thought of as eastern 
companies would, on their own account, 
favor continuing any restrictions what- 
ever. 

Continuance Is Expected 


So many factors will enter into the 
decision which will finally be reached by 
the commissioners at their meeting that 
predictions are not made with much 
assurance. However, from a reliable 
source comes the opinion that the com- 


missioners will not remove the restric- 
tions entirely but will recommend a 
set of regulations much more liberal 


than the first model they agreed on but 
which will protect life companies effec- 
tively from demands for loans or sur- 
renders for the purpose of speculation, 
hoarding, or any purpose not dictated 
by actual necessity. 

Some states have already gone con- 
siderably further than the commission- 
ers’ original model in liberalizing their 
rules, and the experience of these states 
will undoubtedly be a factor in getting 
a line on the effect of a general liberal- 
ization. 


Considered Elastic Method 


This would mean a very great simpli- 
fication of existing rules and regulations 
and less chance of diversity between the 
regulations of various states E ssen- 
tially it would mean that companies 
Would merely be prohibited from grant- 
ig loans or surrenders except in case 
of genuine need. 

The practical advantage of this ar- 
rangement would be its elasticity, which 

would permit companies ina good liquid 
position to interpret “genuine need” al- 
Most as liberally as they like and at the 
same time allow the less liquid company 
to scrutinize each loan or surrender de- 


(CONTINUED ON PAGE 22) 





Serious Questions Arise 
Over Moratorium Issue 





The question whether the moratorium on cash and loan values 
shall be declared off in June is agitating the minds of the company and 
state officials and there seems to be as sharp a division on whether this 
shall be done now as when the moratorium was first considered. A 
considerable number of companies feel that recovery in business and 
improvement in cash position are not yet sufficient to justify action 
while other companies are chafing at the bit over what they feel has 
already been too great a delay. Undoubtedly the commissioners of 
many states will, if they feel it is to the interest of their home compa- 
nies, continue the moratorium even though t the majority may be in 


favor of taking it off. In such an event, 
the result would be that most of the 
larger companies, which are also the 
ones which carry the largest policies 
and have the largest values, would de- 
clare for an unlimited granting of cash 
and loan values under their policy con- 
tracts and thus many of the smaller 
companies would be thrown on the de- 
fensive. This would result, very likely, 
in the larger companies being drained 
abnormally of their liquid assets and this 
might be to their disadvantage because 
while they would gain in favor with the 
public the policies on which loan values 
had been granted would be subject to a 
greater extent to lapse than would those 
of the more illiberal companies whose 
policies would perforce be kept on the 
books because no cash or loan could 
be secured on them. 


Pools Formed in the East 


It is stated on pretty good authority 
that one or more pools have been 
formed among some of the larger com- 
panies of the east which hhave agreed to 
protect and help one another in case 
abnormal demands for cash are made. 

It is also stated that several large 
companies are so determined that the 
moratorium shall be taken off that they 
are prepared to give cash and loan 
values even against the mandates of 
their own state insurance departments 
and then test their rights to do so in 
the courts. Even should the insurance 
departments act in a body against the 
raising of restrictions the situation might 
come to pass that their rulings would be 
defied by the companies which are 
anxious and able to make cash surren- 
ders and loans in accordance with their 
contracts. 

Can Borrow from the R. F. C. 


It is true that the companies which 
are not in a sufficiently liquid position 
can still borrow from the Reconstruc- 
tion Finance Corporation but there is 
a growing disinclination on the part of 
many companies to pay the high inter- 


est rates and put up the large amount 
of securities needed to secure Recon- 
struction Finance loans. The Recon- 


struction already actually owns outright 
the stock of one life company, the De- 
troit Life, and there is a feeling against 
letting the corporation secure too great 
a hold on the life insurance business 
through its loans. Furthermore, a com- 
pany borrowing from the R. F. C. has 
the fact used against it by BT 

Coupled with the fact that the A. M. 
Best Company, the insurance reporting 
service, will shortly release its revised 
ratings it is feared that a situation may 
develop with some companies which 
might result disastrously to them, even 





though if given time they would solve 
their difficulties. If Best's ratings should 
be unfavorable to any number of com- 
panies and if lifting the moratorium 
would result in crippling their cash posi- 
tion a situation might easily be created 
which would be serious to some compa- 
nies. These companies, however, if lift- 
ing the moratorium were delayed until 
the country has had more time to feel 
the effects of the policies for relief which 
have been instituted by the Roosevelt 
administration, would pull through. 

Investment securities are being gradu- 
ally reestablished on something like 
their normal basis and also real estate 
and other values are climbing ‘higher so 
that market values of all kinds of more 
or less doubtful investments are steadily 
coming closer to book values. Compa- 
nies which feel that they could not stand 
a heavy drive on cash surrenders and 
loans at the present time are afraid that 
something like a squeeze may be 
brought about which if the lifting of 
the moratorium were delayed would not 
be necessary. They also feel that the com- 
panies which are in a stronger cash posi- 
tion than they are seem inclined to 
apply destructive methods which ought 
not to be used for the good of life in- 
surance as a whole yet which might be 
to their own selfish benefit. On the 
other hand, the companies which have 
the money and want to pay it out feel 
that they are being penalized for the 
benefit of the weaker brethren who 
ought to be made to suffer for their lack 
of foresight in not placing themselves 
in a more liquid position. 

It can be stated that 98 percent’ of the 

(CONTINUED ON LAST PAGE) 





Commissioners’ Program 
for Meeting in Chicago 











Additions announced by Secretary 
Jess G. Read to the program for the 
National Convention of Insurance Com- 
missioners meeting in Chicago, June 
1-3, include a paper on “Interstate 
Liquidation” by G. S. VanSchaick of 
New York on the second morning. Dep- 
uty Commissioner C. A. Gough of New 
Jersey and Commissioner C. R. Hors- 
will of South Dakota will discuss the 
paper of M. L. Brown of Massachusetts 
on “Insurance Supervision” on Thurs- 
day, the first morning of the convention. 
The paper of Commissioner W. V. Knott 
of Florida on “Investments of Insurance 
Companies,” which is scheduled for 


Friday morning, will be discussed by 
H. L. Davis, District of Columbia, and 
R. L. Daniel, Texas. 


Lifting of Ban in 
June ls Opposed 


Majority of Easterners Respond- 
ing to Inquiry Against Im- 
mediate Change 


FEAR THE CONSEQUENCES 


Several Favor Reinsuring or Liquidating 
Weak Companies Now to Avoid 
Failures After Removal 


Tue Nationa. UNbeRwriter has 


sounded out a number of leading life 
various parts 


att.tude 


msurance executives in 
ot the 
toward the moratorium and particularly 
their idea as to whether.the restrictions 
should be lifted by the National Conven- 
Commissioners at 


country as to their 


tion of Insurance 
their meeting in 
June 1. 


Although the expressions of opinion 


Chicago beginning 


were not numerous enough to be re 
garded as anything like a referendum, 
the majority of executives, including 
those of eastern companies, are not in 
favor of lifting the restrictions in June 


Wants Immediate Lifting 


In contrast to the majority opinion, 
however, as indicated in the expressions 
received by this paper, is the opinion of 
one eastern executive that the morator- 
ium should be lifted immediately so far 
as cash loans and surrenders are con- 
cerned. This executive estimates that 
there are at least 50 companies that 
could not survive if the restrictions are 
lifted and he questions whether they can 
survive in any event. Although it is 
true, this executive states, that any con- 
siderable number of companies failing 
would have an adverse effect on the 
business as a whole, nevertheless if it 
is inevitable, then he believes that it 
should be suffered and forgotten as 
quickly as possible. 

This executive states that if the 
moratorium were continued merely for 
the purpose of extending the time for 
the weak companies to reinsure or con- 
solidate with stronger institutions, then 
he would be in favor of continuing the 
moratorium beyond June. He expresses 
the belief that the insurance departments 
should practically force consolidations 
and reinsurance agreements as quickly 
as possible to preclude the companies 
from becoming seriously impaired. 

Substantial Investments Made 


This executive states that his company 
has made substantial investments since 
the first of January and still has much 
more cash on hand than the amount 
available on Jan. 

The executive of another large east- 
ern company, on the other hand, takes 
the position that the moratorium should 
not be lifted in June. He states that 





the banking situation is far from normal 
in several communities and there are 
indications that where it is normal, banks 
(CONTINUED ON PAGE 20) 
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Safety of Life Companies 
Good Story to Tell Public 





MANY FACTORS PREVENT LOSS 





Manager Carson of Equitable of New 
York Speaks at Sales Congress 
in Illinois 





Life insurance is safe because of fun- 
damental principles which life agents 
should explain in language that the 
public can uhderstand, E. L. Carson, 
ayency manager Equitable of New York 
in Mi.waukee, stated in a talk on “The 
Financial Security of Life Insurance” at 
the sales congress of the Illinois As- 
sociation of Life Underwriters in Bloom- 
ington, 

He said the life insurance institution 
has demonstrated conclusively that it is 
the only financial institution with the 
capacity and ability successfully to meet 
un unusual situstion, that it has stood 
like a “great rock in a weary land.” 


Gives Factors of Safety 


He finds life insurance safe because 
the very nature of the business makes it 
not only possible but necessary for life 
companies to buy for investment and 
not for speculation, for assured return 
and not appreciation. Life insurance 
also is safe because it is now and has 
been for many years properly regulated. 
Another reason for safety is great di- 
versification of investments. There is a 
margin of safety represented by the dif- 
ference between guaranteed interest and 
that actually earned, varying from 1% 
tu 2 percent. 

Agents often hear the question asked, 
“What would happen if there was a run 
on your life insurance company?” Mr. 
Carson said that there has been a run 
on life companies since November, 1929, 
during which every life company worth 
while has met every demand made upon 
it. 

Stresses Daily Cash Income 

Perhaps the most important factor of 
safety is the daily cash income. The 
public, he said, does not understand that 
the current income of life companies is 
always greater than the current outgo. 

The public wants to know about in- 
vestments, particularly mortgage and 
railroad securities. Life companies have 
invested in farm mortgages less than 
84% percent of assets, and these are 
the most conservative and best selected 
mortgages in the country. Life com- 
panies today have under foreclosure 
less than half of 1 percent of their total 
invested assets. Frequently the public 
thinks of a foreclosure as a loss, which 
it is, Mr. Carson said, but not to the 
loaning company. 

The public has not been informed that 
railroad securities owned ‘by life com- 
panies in the main are the senior or 
underlying bonds issued against the 
property. This is important because in 
addition to these there have been issued 
junior bonds, equipment notes, preferred 
and common stock, and in some cases 
first preferred stock. The underlying 
bonds owned by life companies in the 
main precede all other issues. 

The issue is not vital, he said, since 
only 16 percent of total invested assets 
of life companies is in railroad securities. 
He said 10 percent of all railroads in- 
volved could fail and it would represent 
less than 2 percent of the total invest- 
ment, whereas the margin of safety 
covers many times that hazard. 

Policy loans, which have been termed 
a great problem, actually are considered 
choice investments by all life companies, 
Mr. Carson said. In view of all the 
publicity given policy loans in the last 
three years, he said, it is interesting to 
learn that at the end of last year 67 out 
of every 100 policyholders in this coun- 
try had not made any loans at all on 
their policies. 

The remaining investments of life 
cumpanies are in government bonds, in 
a very limited amount of guaranteed and 








Louis Martin Manager 
of Office in Cincinnati 














LOUIS H. MARTIN 


Louis H. Martin has been appointed 
manager of the Cincinnati office of THE 
NATIONAL UNDERWRITER, succeeding 
Ralph E. Richman, who establishes its 
New England bureau at Hartford. For 
a number of years Mr. Martin has had 
charge of the book department. He is 
a grandson of the late Dr. H. C. Martin, 
founder of “Rough Notes” of Indian- 
apolis, and represents the third genera- 
tion of this family engaged in insurance 
publishing work. His father was the 
late L. H. Martin, who was associated 
with Rough Notes for many years and 
took charge of its supply department. 
“Rough Notes” sold its insurance sup- 
plies to the Globe Wernicke Company of 
Cincinnati and Mr. Martin went there 
in charge of the insurance department. 
Louis Martin is a graduate of the Uni- 
versity of Cincinnati and is a young 
man of splendid attainments. His uncle, 
Sanford Brown of Cincinnati, is a di- 
rector and attorney for The National 
Underwriter Company. 








preferred stocks, in real estate owned 
for home office purposes and cash on 
hand, he said. 


Cc. O. VanGalder, 63, district superin- 
tendent in Racine and Kenosha counties 
with headquarters in Racine, Wis., for 
the Old Line Life of Milwaukee, died 
there Friday. He joined with Old Line 
Life in 1920. 





Beer Hazard Is Considered 
at Underwriters Meeting 


SPRING SESSION IN BOSTON 


Home Office Men Discuss Papers on 
Selection, Stress Need for Con- 
tinuing Caution 


Legalized beer took an important 
place in the program of the Home Office 
Life Underwriters Association spring 
meeting at Boston May 22-23. W. F. 
Rohlffs of the New York Life presided 
over the opening session. Five papers 
were presented and discussed. 

President W. L. Crocker of the John 
Hancock Mutual was unable to appear 
as guest speaker at the noon luncheon 
and his place was taken by F. E. Nason, 
vice-president of that company. 

R. H. Flynt, Union Central, said prior 
to prohibition 92 percent of liquor drunk 
in this country was beer and therefore 
it is not surprising that the manufacture 
and sale of legalized beer has consider- 
ably interested life companies from the 
underwriting standpoint. 

Attitude More Liberal 


There appears to be a slight tendency 
to view a little more liberally as insur- 
ance risks persons engaged in the man- 
ufacture of beer, probably due to the 
belief that breweries that have persisted 
have improved machinery and manage- 
ment and that new breweries to be built 
or old ones that are renovated will in- 
clude the best new methods. The con- 
sensus is, however, that excepting ex- 
ecutive officers or persons whose duties 
do not take them into the plant, most 
brewery workers can be accepted only 
with some extra rating, there being po- 
tential hazards such as dust, heat, hu- 
midity, cold, dampness, bodily strain, 
burns, falls and cuts from broken bot- 
tles, in addition to the intemperance 
hazard. 

Judgment Factor Hazardvuus 


An appraisal of hazards arising in the 
distribution and sale of beer is much 
more difficult, caused by lack of uni- 
formity in state legislation and regula- 
tion, varying degree of enforcement, ex- 
posure to hazards from racketeer activi- 
ties in larger cities. Important factors 
in reaching conclusions now are envir- 
onment, character of establishment and 
class of patrons. 

, Murphy, Equitable of New 
York, read a paper on selection by hab- 
(CONTINUED ON PAGE 13) 





American Institute Meeting 








At the spring meeting of the American 
Institute of Actuaries at the Edgewater 
Beach Hotel in Chicago June 1-2, there 
will be a discussion on the paper that 
was presented by E. F. Estes at a pre- 
vious meeting on “Annual Dividends— 
An Asset Share Method of Distribu- 
tion.” There are important topics com- 
ing up for consideration as follows: 

1. Persistency. What has been the 
recent experience with reference to the 
persistency of (a) paid-up policies (not 
reduced paid-ups); (b) premium paying 
policies which have been in force for a 
number of years; (c) policies of $50,000 
and more; (d) low rate policies with an 
automatic increase in premium at or 
about age 60? 

2. Mortality. What will be the prob- 
able effect on mortality as a result of 
the abnormally large volume of termina- 
tions which have occurred during the 
recent past? Is the mortality likely to 
differ for the groups of business de- 
scribed under A, B, C and D of ques- 
tion I? 

3. What changes are being made in 
limits of gross issue and net retention? 

4. Annuities. (a) What are the cur- 
rent developments? (b) Does a general 
increase in annuity rates in this country 
impend similar to that adopted by the 
British companies upon the refunding of 
the government loans? (c) Upon what 





bases will the new rates be calculated? 

5. What changes should be made to 
protect the companies against the re- 
writing and replacement in their own 
or other companies of business written 
in the future (a) by changing the policy 
contracts? (b) by changing the agency 
contracts? 

6. Insolvent Companies. (a) What 
Plans of reinsurance are employed? 
(b) How is the business being handled 
after reinsurance? (c) Should an effort 
be made to bring life insurance companies 
within the provisions of an act similar 
to the recently adopted bankruptcy act? 

7. What changes in life insurance 
practice do the recent moratoria sug- 
gest? 

8. What changes should the companies 
suggest in the so-called standard provi- 
sion laws? 

9. Inflation. (a) What are the prob- 
lems which will arise as a result of a 
period of inflation? (b) How can a life 
insurance company prepare to meet 
them? 

10. To what extent have actuaries en- 
tered into the work of the investment 
departments of their companies? 

11. Disability. What is the practice 
of the companies with regard to policies 
with old forms of income disability pro- 
visions in connection with (a) reinstate- 
ments, (b) policy changes which require 
evidence of insurability? 





Program for Big Banquet 
for Palmer Is Announced 


C. H. BURRAS IS TOASTMASTER 





Surprises in Store at Function in Hono, 
of Illinois Insurance Superinten- 
dent in Chicago 


The program for the big testimonial 
dinner for Superintendent Palmer 4 
Illinois in Chicago the evening of May 
31 has been pretty well formulated. 

The toastmaster will be Charles H 
Burras, president of Joyce & Co. of 
Chicago, who has functioned with grea 
sparkle in that capacity for several 
years at the banquet during the casualty 
gs at White Sulphur Springs 

es 

He will be introduced to the guest; 
by L. E. Yager, president of the Chi- 
cago Board of Underwriters, who js 
chairman of the general committee for 
the Palmer banquet. 


Speakers Are Named 


The speakers will include W. D. Wil- 
liams of Rockford, Ill., western man- 
ager Security Fire of New Haven and 
president of the Western Underwriters 
Association; O. E. Aleshire of Parker 
Aleshire & Co. of Chicago, former presi- 
dent of the Chicago Board; H. A. Bebh- 
rens, president of the Continental Cas- 
ualty and Continental Assurance; Gar- 
field Brown, insurance commissioner of 
Minnesota, and president of the Na 
tional Convention of Insurance Com- 
missioners; A. V. Gruhn of the Amer- 
ican Mutual Alliance and Mr. Palmer. 

A special invitation was sent to Gov- 
ernor Horner of Illinois, but he finds 
he will be unable to attend. 

In addition to the announced pro- 
gram, the committee states that sur- 
prise entertainment of a high order is 
in store. 

Acceptances are being received in 
large numbers by J. S. Glidden, man- 
ager of the Chicago Board of Under- 
writers in the Insurance Exchange. In 
dications are that practically all the m- 
surance commissioners will be on hand 


Advertising Conference to 
Hold Regional Conferences 


As the result of a mail vote of the 
executive committee of the Insurance 
Advertising Conference, it has been de- 
cided to postpone indefinitely the annua! 
meeting scheduled for Chicago in Sep 
tember, it was announced by President 
S. F. Withe. In order that members 
may not be deprived of the opportunity 
value in meeting the present unusual 
conditions it has been decided to hold 
instead during the fall a series of i 
formal one-day regional meetings whet- 
ever a sufficient number of members 
indicate a desire for such a discussion 
group. These will be modeled after 
the southern round table recently held 
by the southern members at Chatta- 
nooga, Tenn. 

It is hoped that conditions will have 
improved sufficiently to hold the at 
nual meeting for the election of officers 
and the transaction of any other neces 
sary business during the winter months 

The life group of the Insurance Ae 
vertising Conference will meet in Chi- 
cago Sept. 25-27 as originally planned. 
despite the cancellation of the genera! 
convention, according to Chairman © 
H. Mathus of the life group. Members 
of the life group feel that present col 
ditions make cultivation of public rel 
tions, conservation of business and sales 
promotion especially pertinent at this 
time. 


Des Moines Seeks 1935 Meeting 


The Des Moines Life Underwriter: 
Association will seek the 1935 annua 
convention of the National association 
for Des Moines, Ernest R. Gray, oe 
national committeeman, has announce 
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Heavy Burden Put 
on Company Heads 


Conditions of Past Four Years 
Have Not Changed Basic 
Responsibility 


LEADERSHIP VITAL TODAY 





President Hall of Lincoln National Dis- 
cusses Problems at Sales Congress 
of Illinois Association 


The unusual conditions of the last 
four years have not changed the basic 
responsibility of the life company man- 
agement, President A. F. Hall of the 
Lincoln National stated in his talk on 
“Problems of Life Insurance Companies 
from the Standpoint of Home Office 
Executives,” at the sales congress of 
the Illinois Association of Life Under- 
writers in Bloomington, III. 

These responsibilities are to the 
ownership, whether stockholders’ or 
policyholders, for successful results, to 
policyholders for fair rates, to the busi- 
ness as a whole for constructive and 
ethical action and to society for eco- 
nomic and social advancement. All 
these must be observed, he said, and any 
management tendency that runs counter 
to them in the end will spell ruin to the 
business and damage to their interests 
at stake, 


Stresses Leadership Problem 


One of the most important problems 
today is leadership. There is a duty on 
the part of every life insurance man 
jealously to guard the good name ot life 
msurance. Not long ago the name 
“legal reserve life insurance” was syn- 
onymous in the public mind with abso- 
lute safety and integrity. Here and 
there it is now being questioned, but 
Mr. Hall finds in the main the public’s 
faith in life insurance remains firm, 
although the public wants to know who 
and what are behind the institution 
managing their funds. 


Sean Investment Portfolios 


In view of the publicity given home 
office salaries, he said, there is great 
need for discretion so necessary econo- 
mies may be effected without wrecking 
the organization. Policyholders and 
Stockholders have a right to expect the 
most rigid economy, but nevertheless, 
he said, companies have always en- 
deavored to attract and keep the best 
men available to direct the many phases 
of the business and have realized that 
cheap help is usually the most ex- 
pensive. To slash salaries indiscrimi- 
nately might drive the best men out of 
the business and prove to be false econ- 
omy. 

Guarding Against Fraud 


Recent events have placed added em- 
phasis on investment of funds. There 
has been a material change in the in- 
vestment policy caused by continued 
shrinkage in normal excess of income 
over outgo and the abnormal demands 
of policyholders for cash, forcing un- 
usually liquid condition of assets. Mr. 
Hall emphasized there must be modera- 
tion in this direction as successful opera- 
tion of life companies contemplates a 
certain minimum return upon funds. 
“mphasis is falling not so much on in- 
vestment of new funds as supervision 
of those already invested. No security 
any longer can be regarded with com- 
Placency,. 

Mortgage foreclosures have given ex- 
cutives a new problem, that of property 
management, which requires a well de- 
Signed policy. This is merely tempor- 
ary, as when normal times return, prop- 
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President Hall of the Lincoln National 
of Fort Wayne, Ind., was on the pro- 
gram in the sales congress of the IIli- 
nois Association of Life Underwriters 
at Bloomington, Ill 





erties will be disposed of as opportunity 
offers. 

Mr. Hall said sound, careful under- 
writing is a major executive problem 
today. It has been observed that many 
who apply for insurance do not appear 
to have legitimate need for the coverage, 
but in too many cases it is found the 
amount applied for is out of reasonable 

(CONTINUED ON PAGE 13) 





Moratorium Complex Based 
On Suppositions—Not Facts 


By CHARLES D. SPENCER 
Associate Editor, The National Underwriter 


What about this moratorium com- 
plex? I decided to get some first hand 
information on it so I went out and cold 
canvassed several Chicago office build- 
ings, asking both the high and low why 
they weren't buying life insurance. “No 
money” was the dominant answer and 
in nearly all cases no one mentioned 


the moratorium until I brought it up 
and then few were greatly concerned 
over it. Most of the people I saw took 


the moratorium casually and regarded it 
as a logical step in view of the general 
situation. 

A prominent patent lawyer was a 
forceful exception to the rule and he 
seemed to welcome the opportunity to 
criticize the business. As I sat there 
listening to his abusive comment, I real- 
ized how an agent happening upon this 
man might easily be inflicted with a se- 
vere moratorium complex that he 
couldn't shake for days. But this man 
was an exception; he and another lawyer 
I talked with, were more incensed over 
the principle of violation of contracts 
and the theoretical rather than the prac- 
tical aspect. The patent lawyer was 
also a violent opponent of the banking 
moratorium and he told me how he had 
taken some liberty bonds to the Federal 
Reserve Bank and unsuccessfully de- 
manded cash during the bank crisis. A 
person of that type isn’t a logical pros- 
pect to solicit now, although he has 
money. 

Agents shouldn't get the attitude that 
all people feel antagonistic toward the 
moratorium just because a few lawyers 
and semi-prominent persons eloquently 
oppose it. The opposition always talks 








is one of the strongest. 


IDOLATRY’S SPUR 


One of our topmost producers works in affection- 
ate dread of his twelve-year old son. This youngster sees 
the Agency’s bulletins, they going to the home, and 
with scrutinizing eye watches his father’s record. If it 
isn’t quite up to the mark that father has made for 
himself, or is a trifle low compared with the figures of 
other producers, sonny calls his father to stern and 
strict account. Father, adoring the boy, so desires to 
measure up to his son’s estimate of his stature that, 
more than for money, or for Agency or Company 
prestige, he drives his industry in a continuous at- 
tempt to win the youth’s approbation. 


Well, what sharper spur to a father’s maximum 
achievement than the imperious idolatry of an idolized 
young son? Many motives move men to labor, and love 
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the loudest even when it is in a decided 
minority as in the case of the mora- 
torium. My survey indicated that over 
95 percent of the people accept the mora- 
torlum with a philosophical attitude 
without saying much, while those who 
did all the condemning represented less 
than 5 percent. 

A minority brought up the thought 
that life insurance is no longer a pre- 
ferred investment, although its protec- 
tion qualities are unhampered. A con- 
sulting engineer said that he had always 
felt that life insurance was at least one 
security you could always get cash upon 
until the moratorium situation. 

The main reason why most of the 
people I talked with own life insurance 
is for the protection feature and not be- 
cause it is a good investment. Although 
life insurance men have been stressing 
the investment side, the average man 
still thinks of life insurance as family 
protection in case of his death. 


Uses It as Excuse 


One of the advertising men I called 
upon admitted that he had been using 
the moratorium as a method of getting 
rid of life agents although he didn’t 
really think it a serious matter. 

A machinery salesman brought out a 
stack of lapsed policies which he showed 
me as evidence of his belief in life insur- 
ance. He said he had been forced to 
borrow on them and they had furnished 
him with the money to live upon. Life 
insurance has done much in the past to 
relieve policyholders and it must be 
given recognition for the banking facili- 
ties it offered up until the moratorium. 

A clerk in one office said lack of 
money was the reason he didn’t buy 
more life insurance. If he had more 
money he would buy. He had seen 
something about the moratorium in the 
newspapers but didn’t know much about 
it. It did not seem to affect him very 
much and he said that fact alone 
wouldn't stop him from purchasing more 


life insurance. 
Investment Man Comments 
There was an investment man who 


brought up the moratorium as soon as 
I mentioned life insurance, but of course 
he would because life insurance has been 
offering security men a lot of competi- 
tion in the last few years. However, 
personally he was very much in favor 
of life insurance and plans to buy more 
later. 

An advertising man I talked to was 
well informed about insurance. He was 
not bitter toward the moratorium or 
éven disturbed about it. He was a 
strong believer in the protection feature. 
An accountant had heard of the mora- 
torium but didn’t know the details and 
he took it very casual. Lack of money 
hindered him from buying more life in- 
surance. A steamship passenger agent 
didn’t know about the moratorium, but 
when I called his attention to it he re- 
membered seeing something about it in 
the newspapers. 

Might Make a Difference 


A contractor brought out an interest- 
ing slant by saying if he needed money 
and had to borrow if he might be con- 
cerned over the moratorium, but as it 
was he didn’t care much. However, 
men who need to borrow money are 
not good prospects for future sales, so 
no business is being lost on that account. 
The contractor said the average sales- 
man who tries to sell him life insurance 
doesn’t know enough about it. He seeks 
to make a sale, rather than fit life insur- 
ance to the prospect’s needs, so he 
doesn’t get to first base. 

An industrial man, representing an- 
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Opens New England Bureau 








THE NATIONAL UNDERWRITER, recogniz- 
ing the importance and growing prestige 
of New England insurance companies 
and agents, and desiring to give full 
recognition to that section from a trade 
newspaper standpoint, is opening on 
June 1 a New England bureau at Hart- 
ford in charge of Ralph E. Richman. 
Mr. Richman will have entire charge of 
the New England states and New York 
outside of the metropolitan district. He 
will supervise the business activities as 
well as editorial’ work. 


Leaving the Cincinnati Office 


Mr. Richman has been manager of the 
Cincinnati office of THe NATIONAL 
UNDERWRITER and is one of the publica- 
tion’s most trusted associates. He was 
born into the business, so to speak, as 
his father was a leading local agent at 
Greenfield, Ind., and later became spe- 
cial agent for the Continental Fire. He 
is now special agent for the American 
Fire of Newark in Indiana. Ralph 
Richman was licensed as an agent at 
the age of 16. He was a student of 
insurance at that time. He entered 
Indiana University in 1909, majoring in 
economics, continuing to devote special 
attention to insurance. His graduating 
thesis was on a fire insurance subject. 
He had half completed his work on a 
master’s degree based on research into 
the activities of the state in fire pre- 
vention when Indiana created the posi- 
tion of state fire marshal. Governor 
Ralston had come in contact with 
Mr. Richman and desired to have him 
in the fire marshal’s office. Mr. Rich- 
man had spoken at a number of fire pre- 
vention meetings throughout the middle 
west and was acting as correspondent 
for “Fire Protection,” a monthly paper 
published by The National Underwriter 
Company. 

In 1916 Mr. Richman therefore moved 
from Indianapolis to Cincinnati to be- 





come actively connected with THE 
NATIONAL UNDERWRITER and its allied 
activities. He took an interest in pub- 
lishing work. In 1919 he was made 
manager of the office. In this connec- 
tion he came in contact with the various 
departmental activities. During one year 
he worked with Editor Abner Thorp on 
business details of the “Diamond Life 
Bulletins.” 

In 1924, Mr. Richman inaugurated the 
“Accident & Health Bulletins,” both the 
salesmanship and policy analysis service, 
which he will continue to edit. In 1929, 
he initiated the work on the * ‘Fire, Casu- 
alty & Surety Bulletins.” 

When Mr. Richman went to the Cin- 
cinnati office there were 15 employes 
and the office occupied about 2,000 
square feet of space. He has seen the 
growth of that particular office, the em- 
ployes now numbering 75 in two build- 
ings owned by the publishing company. 


Resourceful News Gatherer 


Since becoming connected with THe 
NATIONAL UNDERWRITER Mr. Richman 
has been an active news and editorial 
contributor. He is an experienced re- 
porter and a very acute observer. He 
has spoken at many insurance gather- 
ings. Mr. Richman outside of his busi- 
ness has been active in civic and church 


circles. Until recently he was a trustee 
of Valparaiso University, Valparaiso, 
Ind. 


Anti-Rebate, Anti-Twist Bill 
with Teeth Filed in Illinois 


Fines ranging from $100 to $1,000 
and/or revocation of broker’s or agent’s 
license, and even of a company’s license 
if it knowingly permits agents to vio- 
late the law, are provided in an anti- 
rebate and anti-twist bill filed in the 
Illinois legislature backed by the Chi- 








cago Association of Life Underwriters, 
whose legislative committee drafted it. 
The bill seeks not only to prevent of- 
fering of any inducement, any discrim- 
nation in rates, dividends or benefits in 
placing insurance, but also to end the 
circulation of misleading or incomplete 
comparisons and estimates in an effort 
to replace a policy. 

Separate agreements to secure a loan 
on personal property or the offering of 
any contract for services are forbidden. 
The bill provides that in case of viola- 
tion no one is entitled to a commission 
on the rebated policy and if the coim- 
pany has paid a commission it is cn- 
titled to recover from the agent or 
broker. 

Hearings may be held by the director 
of trade and commerce, who is given 
authority to call witnesses and require 
the production of records. The director 
under the bill has power to revoke li- 
censes after a hearing for which 15 days’ 
notice has been given. Such order would 
go in effect 30 days after notice, there 
being a right of appeal within that pe- 
riod. 

Illinois has had an anti-rebate act for 
some years, but are without much teeth. 
There has, however, never been a law 
governing twisting. 


No Action on Nebraska Salaries 


LINCOLN, NEB., May 25.—No ac- 
tion has yet been taken by Governor 
Bryan with respect to reduction of sal- 
aries of Nebraska companies, although 
Director Herdman has furnished him 
with all data as to what they are draw- 
ing now. The refusal of the governor 
to approve a 16 percent salary cut for 
county officers is taken as an indication 
that he is not in sympathy with the sal- 
ary slashing ideas of the _ legislature, 
and it is possible that he will disregard 
the tacit direction of the legislature in 
the matter of insurance company sal- 
aries. A bill limiting these salaries to 
specific sums based on insurance in 
force was killed. 








Ordinary Sales in April 


Reflect an Improvement 





New ordinary insurance paid for in 
April was 20 percent less than in April, 
1932. First quarter’s sales for 1933 
were off 26 percent so that April figures 
indicate improvement. The upward trend 
in April was experienced throughout 
the country except the west north cen- 
tral section, where it was the same as 
for the first quarter. Financial inde- 
pendence week influenced the improve- 
ment, according to the Life Insurance 
Sales Research Bureau. The following 
table gives a comparison of April ex- 
perience and that of the first quarter of 
the year to the same period a year ago: 

April, 1933 1st Seast., 1933 


comp. to mp. 
April, 1932 1st Senne. 902 

i, Ch Ce pn ccsackesan 80% 74° 
New England ......... 84 80 
Middle Atlantic janeeee 82 73 
East North Central....75 73 
West North Central... .78 78 
South Atlantic ........ 81 68 
East South Central....89 77 
West South Central....84 79 
BOER ccccceecccose 80 64 
DEED Saccéuéecsvccess 82 69 
Cities 

MEE ce ccccesiccesese 82 78 
CREGRMO cocccccccceces 78 78 
CROUEEENE ccccccccecsecs 80 70 
MNEEE saececcoocecoecs 65 63 
Los Angeles .......... 73 75 
SET WEEE cocccesecses 75 71 
Philadelphia .......... 83 77 
Be, SMUD cccccvcccecees 91 86 


American College Examinations 

The American College of Life Under- 
writers will conduct its examination for 
the C. L. U. degree June 15-17. In ad- 
dition to the C. L. U. examination the 
college will, for the first time, give ex- 
aminations in life insurance agency man- 
agement. The examinations will take 
place in universities in leading cities 
throughout the country. The registration 
for the examination is being made by 
A. M. Spaulding, 393 Seventh avenue, 
New York City. 
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FINANCIAL STATEMENT 





AND VALUATION EXHIBIT AS OF DECEMBER 31, 1932 











A. 








HOME OFFICE :: : 


ASSETS LIABILITIES 
NOD EI, oc tincccccsesenceanaad $1,175,942.76 Required Reserves on all outstanding certifi- 
Government, State, Municipal cates ay — present value — = O 
lili i a le RS ln AEE . 
ee ee ee ND... ns---0sy ME Re MRED 2,,,..,-000secesececeese- 68,047.20 * 
ETI, cnn cccceenduaccerennen ene 911,830.75 Premiums Poid in Advence.................- ene 
Cash, secured by depository bonds............ 120,234.77 All other Accrued Liabilities................. 39,609.72 
eae . — ~ -_ ee. ears ‘enaia.is ID. 5s da isk cissicnesels ccs $4,211,478.43 U 
All other Admitted Assets.................... 4,213.13 IE A ccilced uu avichcieaketncasesaies 255,029.77 . 
Total Admitted Assets .................. $4,466,508.20 DD ‘i ttece cakes hens bedenewanwenh oad $4,466,508.20 
Sanatorium Building, valued at $47,760, NOT included in this statement. 
Ratio of Actual to Expected Mortality (Adult Department) ........................005. 81.86 per cent W. 
Net Interest Rate Realized (Adult Department)... ............. 2. cece cece cece cceenees 5.88 per cent 
Ratio of Actual to Expected Mortality (Juvenile Department) .......................200-- 36.86 per cent 
Net Interest Rate Realized (Juvenile Department)... .......... 0. ccc cc cece ccc cceecescees 4.37 per cent of 
ee . citbesebeeaneesendiesgedy comedies $25,660 
i nis wal cal ecb ain aw gigi bine O06 mash eee bes ens Sneed aces $30,065,763 KANSAS 
EE Ee PE Pe a re ee $30,704,529 
Operating in 
J. W. GRAYBILL KANSAS 
Grand Master Workman ARKANSAS 
COLORADO 


NEWTON, KANSAS 


New Mexico 
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Medical Directors Confer 


OFFICIALS IN JOINT MEETING 





Dr. J. W. Wear, J. A. Budinger and 
F. S. Withington Are Speakers on 
Underwriting Problems 





KANSAS CITY, MO., May 25.— 
Speaking at a joint meeting of actuaries 
and medical directors of Kansas City 
life companies, Dr. J. W. Wear, medical 
director, National Fidelity Life, deplored 
the failure to place medical impairments 
for statistical purposes in underwriting 
on a more scientific basis. “The medical 
directors,” he said, “have not segregated 
medical impairments into homogeneous 
groupings in conformity with the ad- 
vance of medical science. This is par- 
ticularly true of circulatory disorders. 
Our classifications do not conform to 
the present day teachings of accepted 
cardiologists in this country or on the 
continent.” 

He criticised particularly the classifi- 
cation of some heart impairments in the 
recent publication of medical impair- 
ment ratings by the Actuarial Society 
and the Association of Life Insurance 
Medical Directors, stating that “many 
of the classes are misleading and empha- 
sis is misplaced.” 

Mortality on Older Group Higher 


J. A. Budinger, actuary Kansas City 

Life, reported on an investigation of 
its mortality for the policy years 1929- 
1932. For the age group under 50 the 
company’s mortality was 42 percent of 
the expected according to the Ameri- 
can Experience table, and 78 percent of 
the expected according to the American 
Men Select. For the age group above 
50 it was 63 percent according to the 
American Experience table, and 74 per- 
cent according to the American Men Se- 
lect. For all ages combined it was 48 
percent of the .American Experience 
table and 77 percent of the American 
Men Select. 
_ An analysis conducted by F. S. With- 
ington, secretary and actuary, Midland 
Life, revealed that new business acqui- 
sition costs decrease with the increase 
in the average size of the producer’s 
policy and with the increase in premium. 
Mr. Withington suggested that increase 
in size of policy and premium could be 
effected by the payment to the agent of 
a bonus based on the increase in average 
premium amount. He also _ recom- 
mended that one of the conditions of 
qualification for the bonus be a satis- 
factory average payment of second year 
premiums. 


West Virginia Commissioner 
Is Now Official Liquidator 


CHARLESTON, W. VA., May 25.— 
Governor Kump has signed a bill that 
provides for the administering of assets 
of insolvent insurance companies by the 
msurance commissioner. The bill states 
that “whenever any company under the 
Supervision and regulation of the insur- 
ance commissioner shall become insol- 
vent or shall be in such financial condi- 
tion as not to be able to pay its creditors 
in this state, the commissioner of in- 
surance may file a bill in the circuit 
court of Kanawha county for the ad- 
ministering of the assets of such com- 
Pany as an insolvent, and for the purpose 
of taking possession of its property in 
this state and the distribution of its 
assets among those entitled thereto ac- 
cording to their respective right.” 


Nebraska Institute Meets 


At the monthly meeting in Omaha of 
the Insurance Institute of Nebraska, 
with 85 in attendance, addresses were 
Siven on “New Developments in In- 
spection Reports,” by F. R. Schneider, 
and “Numerical Ratings in Underwrit- 
ing,” by F. S. Finch. 
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AMERICA’S FUTURE 


A shining tower is being steadily erected ... AMERICA’S FUTURE. 


Never were opportunities greater for sound, persistent selling effort. Never 
was the intrinsic value of Life Insurance more fully appreciated. 


Our representatives are doing their full part in the reconstruction work now 


definitely under way. 
If you believe in the future of America . . . if you believe in the ability of 
life insurance to rehabilitate our cherished institutions . . . to throw a cordon 
of protection around the American family . . . then you should learn more 
about the Midland Mutual Life . . . its unusual history . . . its strong position 


today. 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 
COLUMBUS, OHIO 
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‘Living Insurance” 


ERHAPS life insurance ought to be 
called “living insurance.” It assures a 
man an independent living for his later 
years, or a living for his family if he dies. 


In recent years the financial benefits of in- 
surance to the living policyholder have 
gained increasing recognition. More peo- 
ple are buying life insurance primarily as a 
sound investment. They are attracted by the 
staunch security and stability of the well- 
managed life insurance companies, particu- 
larly under the acid tests of the past few 
years. 


In 1932 the New York Life paid over 
$182,000,000 to living policyholders and 
$72,500,000 to the beneficiaries of those who 
died. 


The New York Life agent has a wide choice 
of policies from which to make recommen- 
dations for “living insurance” to fit the par- 
ticular needs of his clients, including its 
Annuity Endowment which continues to 
gain in popularity. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


~—~=ol MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 
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Arthur Coburn Comments on 
Charge for Surrender Values 





Arthur Coburn, vice-president of the 
North American Reassurance of New 
York City, is an eminent actuary, and 
one of the acknowledged authorities on 
life insurance. He is more than an 
actuary, as in his present position he 
has had to study life insurance admin- 
istration as a whole. He has written 
THE NATIONAL UNDERWRITER comment- 
ing on surrender charges. His views 
are of interest and will be read by life 
insurance men. Mr. Coburn says: 

“The insurance laws of the various 
states provide that no policy of life in- 
surance shall be issued unless it contains 
a provision for cash surrender value, 
after premiums shall have been paid for 
three years, equal to the reserve on the 
policy less a surrender charge of not 
more than $25 for each $1,000 of the 
face of the insurance. These laws re- 
quire that life insurance corporations 
guarantee in their policies a minimum 
scale of cash surrender values. These 
laws have encouraged a competitive 
rivalry between life companies to guar- 
antee in their policies a scale of cash 
surrender values higher than the mini- 
mum provided for in the laws. 


Life Funds Might Be Endangered 


“The primary purpose of life insur- 
ance is the payment of death claims and 
I submit that it might happen that in 
a time of a great national emergency the 
practical result of a legal provision for 
minimum cash surrender values might 
endanger the sum insured for the sake 
cf the cash surrender value. It seems 
to me also that the present cash surren- 
der value laws breed the twister and the 
twister tends to increase the cost of life 
insurance to the public. 

“I will draw to your attention that 





among other things the immedian§ 
strength of a life insurance corporatig, 
is influenced by the amount by whic 
the sum of the reserves is greater tha 
the sum of the cash surrender valusfe 
guaranteed in its policies. 

“Sound laws regulating  insurane 
should direct all to do what the sound. 
est and most public-spirited would ten/ 
to do of their own accord. [f the bank. ff 
ing function of life policies is secondar 
to the primary purpose of paying deat) 
claims then the laws would recogniz 
that distinction. In order to adequately 
protect the interests of all the policy. 
holders at all times, 
laws should provide for a maximum 
scale of cash surrender values that a 
life insurance corporation should be 
allowed to guarantee in its policies. | 
suggest that 4 percent cash values on an 
Illinois standard basis would be an ap. 
propriate maximum scale. 


Would Obviate a Moratorium 


“This is a matter which should be 
regarded from a public interest point oj 
view and not alone from a company 
viewpoint. I believe present discussion 
is desirable to the end that the hopes oj 
the many should not be frustrated by 
the selfish interests of the few. 

“With a knowledge of many con- 
panies I have confidence in life insur- 
ance. I thhave seen times when the pub- 
lic were overconfident in life insurance, 
but today the public is underconfident 
I regret the necessity of the present par- 
tial moratorium. I believe that Tue 
NATIONAL UNDERWRITER can influence the 
situation so that never again will there 
be a moratorium in the life insurance 
business and never again shall the pub- 
lic be troubled with unnecessary fears.” 








Disability Coverage in the 


Group Life Insurance Forms 





The advisability of dropping the disa- 
bility coverage now contained in many 
group life contracts written before the 
recent restrictions went into effect was 
discussed at the American Management 
Association’s insurance division con- 
ference in New York City. 

While it was admitted that it opened 

the way to abuses, yet some of the rep- 
resentatives from the sections suffering 
the most expressed themselves as favor- 
ing retention of the disability provision 
because of its good effect on the morale 
of their employes. One representative 
said his company had been able to con- 
test and win four out of five of these 
cases. 
Another speaker said his company had 
dropped the coverage but had substi- 
tuted for it a fund, administered by the 
employes. He reported good results in 
cutting down malingering and _ fake 
claims. 


Suspended in North Dakota 


The Bankers Union Life of Denver 
has been suspended by the North Da- 
kota securities commission from doing 
business in that state. 
The suspension was ordered because 
the compafiy had not agreed to the se- 
curity commission's interpretation of the 
surrender value of its bonds. It was 
claimed by the state commission that the 
surender gvalue clause in the policy is 
deceiving. Holders of the company’s 
bonds were asked by the commission 
not to surrender bonds to the company 
until the investigation is completed. 
Records of the commission show the 
company had sold $118,000 of its bonds 
in North Dakota. 

Ray Haughton, salesman for the 
Bankers Union, has been arrested at 
Mitchell, S. D., on charge of violating 





the North Dakota securities act. 


Insurance Counsel Meet 


in Chicago Next August 


Announcement is made that the an- 
nual meeting of the International Asso- 
ciation of Insurance Counsel will be 
held in Chicago Aug. 24-26. The Stevens 
hotel will be headquarters. Members 
are urged to make reservations at an 
early date. Those who desire to attend 
the American Bar Association meeting 
can do so conveniently because that 
convention is to be held at Grand Rap- 
ids, Mich., beginning Aug. 30. 

The plan is to hold all sessions in the 
mornings and recess in the afternoons 
so that delegates may attend the world 
fair. The dinner dance will probably be 
held the evening of Aug. 24 and there 
will be a golf tournament at one of the 
country clubs. 


Spargur Heads Des Moines Club 


DES MOINES, May 25.—John A. 
Spargur, manager of the home office 
agency of Bankers Life of Des Moines, 
was elected president of the General 
Agents & Managers Club. Tom O’Con- 
nor of Pacific Mutual Life was elected 
vice-president, and Leroy Secor of Great 
Western Life was reelected secretary- 
treasurer. Members who have been 
general agents or managers 25 years of 
more are Claude Fischer, 35; J. J 
Hughes, 31; J. A. Fischer, 30; W. E. 
Smock, 29; Clarence Anderson, 29; J. 
C. Clapp, 26; M. C. Nelson, 30; Martin 
Seltzer, 25. 


Farmers & Bankers Life Gains 


The Farmers & Bankers Life, 
Wichita, Kan., continues to show gains 
each month over the same period in 1933 
in new completed applications. The first 
four months show a gain of 4 percent 
on the similar months in 1932. The m- 
crease im the first 10 days of this month 
was 40.8 percent over the first 10 days 
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Underwriting Rules for 
Aviation Pilots Given 








a 

J. E. Hoskins, assistant actuary of 
the Travelers, in his paper before the 
Actuarial Society on “Underwriting 


mate ratings based on statistical data of 
the reports of the aviation committee of 
the society. He gave allowance for the 
possible trend in mortality in the various 
groups and for the fact that the poorer 
risks within a group are more likely to 
apply for insurance than the better risks. 
The basic classification per $1,000 of in- 
surance suggested is: 


experience required unless 

otherwise stated) 

Ratings for standard pilots 
Scheduled flying $25 

Executives and officers of air 
transport lines—1,000 hours’ 
experience Individual 

consideration 
Other non-scheduled commer- 
cial, 1,000 hours’ experience, 
excluding those devoting a 
considerable part of their 
time to testing, exhibition, 
demonstration, or crop dust- 
ing 
Amateur pilots of high per- 
sonal responsibility, having 
either 3 years’ or 200 hours’ 
experience but not fiying 
over 100 hours a year (200 
hours a year in the case of 
pilots with 400 hours’ ex- 
perience) 
Army and Navy 
marine corps) 
service 
National Guard (unless an- 
nual flying time much above 
normal) 12 
Reserve Corps, other than ex- 
tended active duty (unless 
annual flying time much 
above normal) 12 
Lighter-than-air, and glider Sameas 
corresponding 

airplane 

pilots 
A schedule of modifications is sug- 

gested for the use of companies desiring 
to rate pilots on their individual record. 
The use of riders excluding the aviation 
hazard is discussed and the recommenda- 
tion made that these be used mainly in 
the case of former pilots where it is 
probable ‘but not certain that the appli- 
cant has permanently ceased piloting. 


(400 hours’ 


to 
oe 


(excluding 
regular 


Joins Ohio National Life 


W. G. Preston, Jr. Has Been Made the 
Assistant Secretary and As- 
sistant Treasurer 








W. G. Preston, Jr., formerly vice- 
president of the Bankers Reserve of 
Omaha, has been made assistant secre- 
tary and assistant treasurer of the Ohio 
National Life of Cincinnati, Mr. Pres- 
ton is a son of W. G. Preston, presi- 
dent of the Bankers Reserve up to the 
time the company reinsured in the Ohio 
National and who is now a director of 
the latter company. W. H. Harrison, 
lormerly actuary of the Bankers Re- 
serve, has become assistant actuary of 
the Ohio National. Mr. Harrison is a 
fellow of the Actuarial Society of 
America. 

These men, together with 34 home 
office employes of the Bankers Reserve, 
have removed to Cincinnati to help take 
care of the business of the enlarged 
Ohio National. 

The company, which sometime ago 
purchased a home office building on 
Reading Road about a mile from the 
center of the city, is now having its 
architects make plans for the new home 
office, changing both the exterior and 
interior. Not only will the building it- 
self, which is a fire proof structure, be 
completely refitted but the grounds will 
be suitably landscaped. The building 
contains 50,000 feet of floor space, is of 
modern construction, and well lighted 
on all sides. The company expects to 
_ able to occupy it within the next 90 
ays. 





Bill in Illinois Authorizes 
Mutualizing Stock Carriers 


A move to mutualize certain Illinois 
stock life companies is seen in intro- 
duction of house bill 955 in the Illinois 
legislature. This is an amendment to 
the present law to authorize mutualiza- 
tion. There was a hearing on it May 
24 in the house insurance committee. 
The bill will require a majority vote of 
directors and two-thirds vote of stock- 
holders, and also of policyholders, in 
favor of mutualization. Only those hav- 
ing at least $1,000 insurance with the 
company, in force at least one year, 
are eligible to vote. Thirty days’ notice 
of the policyholders’ meeting must be 
given. The voting will be by ballot, 
supervised by the director of trade and 
commerce, who will appoint inspectors 
to conduct the voting and have power 
to determine all questions at issue. 

The restriction on mutualization is 
that it will not be approved unless the 
plan leaves the company assets sufficient 
to maintain its deposit with the state 
and not less than the entire liability, in- 
| cluding net values of outstanding con- 
‘tracts and also all funds, contingent re- 
serves and surplus, save so much of 
surplus as shall have been appropriated 
or paid under the plan, after deducting 








the aggregate sum appropriated in the 
mutualization plan for acquisition of any 
or all of the capital stock. The bill car- 
ries a penalty ranging from $1,000 to 
$10,000 or one to ten years imprison- 
ment for intentional and willful giving 
to any stockholder any advantage or 
preference to the detriment of policy- 
holders’ interest. 


House Eliminates Salary 


Limit in Fletcher Bill 


WASHINGTON, May 25.—Elimi- 
nating the Senate provision that the 
Reconstruction Finance Corporation 
hereafter shall make no loans to organi- 
zations whose officials receive more than 
$17,500 a year compensation, and pro- 
viding instead that loans shall be lim- 
ited to corporations where the salaries 
paid “appear reasonable,” the House 
banking and currency committee has re- 
ported favorably on the Fletcher bill 
already passed by the Senate, authoriz- 
ing the R. F. C. to purchase the pre- 
ferred stock, bonds or debentures of 
insurance companies which are in need 
of additional capital. 

The committee reduced the amount 
to be expended for this purpose from 
$100,000,000 to $50,000,000. 








Discusses Life Policies 
as Collateral for Loans 


ATLANTIC CITY, May 25.—With 
the decline in market values that has 
occurred in all the usual forms of securi- 
ties acceptable to the banks as collateral 
for loans, there has been an increasing 
use, sometimes at the suggestion of the 
leading banks, of life insurance policies 
as a form of collateral, E. O. Stanley, 
Jr., counsel for the Mutual Benefit Life, 
told the New Jersey Bankers Associa- 
tion at its convention here in his talk 
on “Life Insurance Policies as Col- 
lateral.” 

He discussed the advantages of life 
insurance as collateral and mentioned 
some of the points to be considered in 
that connection. In conclusion he stated 
that “there was a strong movement 
under way by the Association of Life 
Insurance Counsel and the Legal Sec- 
tion of the American Life Convention 
to join with suitable representation of 
the American Bankers Association to 
establish a uniform assignment clause 
which will protect the rights of both 
parties and accomplish the purpose of 
a collateral assignment.” 








“No one man has a monopoly on all 
the good ideas.” 





National Life Insurance Company of the U. S. of A. 
A. M. Johnson, Chairman of the Board 
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Complete Coverage 


The past three years have emphasized 
security as the greatest of all factors in 
plans for financial independence. In 
ratio of assets to liabilities, one of the 
real tests of strength, this Company 
ranks among those at the top of the list 
of all old line companies operating in 
the United States and Canada. 
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This Company writes all modern forms 
of policies including Retirement In- 
come, Family Income, Educational poli- 
cies, Annuities, and Accident and 
Health Insurance. 


Operating in the following states: 

California Ohio 

Illinois Oregon 

lowa South Dakota 

Michigan Texas 

Minnesota Washington 
Wisconsin 


The 
/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 


Life Accident Health 











OBSERVATIONS | 


in the Life Insurance Field 





Many of the life company men who 
were in Washington, D. C., last week 
in conference with Henry Morgenthau, 
Jr., who wiil head the farm credit ad- 
ministration, in regard to the emergency 
farm mortgage act which has been 
signed are doubtful as to its success. 
The life companies hold about 23 per- 
cent of all the mortgages on farm prop- 
erty. Many of the mortgages held by 
life companies were written at a time 
when values were high and while the 
loans represented at that time 50 per- 
cent of the actual value, there has been 
such a decrease in land values that to- 
day the amount of the mortgage may 
not even equal the value of the land 
and buildings. 

The farm loan act provides that mort- 
gages may be exchanged for 4 percent 
jiand bank bonds which are guaranteed 
by the government. As a matter ot fact, 
the life companies would much prefer 
to have these bonds if they can be 
secured on a basis that will not mean 
too great a sacrifice on their farm mort- 
gages. The question in the minds of 
those who attended the conference was 
the basis of valuation. It was sug- 
gested that there might be a 10-year 
average struck on the period previous 
to the war. If that basis were followed 
the values would be higher than those 
existing today. Banks are to make the 
appraisement of property. Life com- 
panies, however, might be saddled with 
the expense. Therefore, life company 
officials feel that there is not much to 
be gained by exchanging these farm 
mortgages for the 4 percent bonds be- 
cause there would be in most cases 
quite a sharp reduction in both principal 
and interest. The basis of appraisal, 
therefore, will be a deciding factor. 

The companies may decide that they 
can work out their mortgages and real- 
ize more money in the end than if they 
took the 4 percent bonds especially if 
inflation increases prices. Some execu- 
tives are interested in the provision of 
the act which would enable a farmer 
whose mortgage had been foreclosed to 
redeem his land under certain condi- 
tions. The life companies have taken 
over thousands of farms. If, therefore, 
some arrangement could be made where- 


———_ 


by these farms could be restored ty 

their owners and the companies take 

the farm loan bonds they probably 

would be interested because none of the 

companies desire to hold farms for any 

longer time than is necessary. ; 
o*& 2 


A few years ago there was sharp com. 
petition in the life insurance field due 
to the introduction of low rate policies 
of various kinds. Sentiment prevailed, 
for example, that the companies of lesser 
financial strength were compelled to 
compete with the Travelers and Aetna 
Life. This led to the introduction of 
policies where the net rate was used 
as the gross or the loading was very 
small. It has proved a rather costly 
advantage. In some cases deficiency 
reserves had to be put up. At any rate 
the loading was not sufficient to carry 
the business along. In these days when 
companies need every dollar possible, 
they are feeling the effect of these poli- 
cies that were sold at premiums below 
what they should be. Pressure upon the 
field undoubtedly forced many conm- 
panies into a low rte policy course 

*x* * * 


interest was taken in the in- 
formal conference in New York ast 
week between representatives of the 
American Life Convention and a com- 
mittee from the Association of Life In- 
surance Presidents. The main talk cen- 
tered about the forthcoming meeting o/ 
the insurance commissioners and their 
possible action on the moratorium. Dan- 
iel Boone of the Midland Life of Kansas 
City, head of the American Life Con- 
vention; President H. M. Woollen, 
American Central; President O. J. Ar- 
nold, Northwestern National; President 
G. S. Nollen, Bankers of Iowa; Presi- 
dent C. B. Robbins, Cedar Rapids Life, 
and Manager Byron K. Elliott of the 
American Life Convention represented 
that organization. President George W 
Smith, New England Mutual; Presi- 
dent James Lee Loomis, Connecticut 
Mutual; Vice-President Alfred Hurrell, 
Prudential; Vice-President E. E. Rhodes 
of the Mutual Benefit and V. L. Whit- 
sitt of the Life Presidents Association 
represented that body. 


Much 
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Prudential’s New Plan for 
Handling Optional Policies 


The Prudential has instituted a sys- 
tem designed to avoid the delivery of 
optional policies, but still to permit the 
agent to take advantage of the willing- 
ness of many assureds to buy additional 
insurance after they have been accepted 
by the company for the amount applied 
for originally. 

The plan is to make photostatic copies 
of the application with the name of the 
applicant and the beneficiary blanked 
out, leaving this document in the hands 
of the agent. Then, when the applicant 
has been accepted for the amount ap- 
plied for, he can be approached with a 
proposal to buy additional insurance. 
All that is necessary, under the Pruden- 
tial plan, is for the assured to sign his 
name on the photostatic copy of his 
application and also to fill in the name 
of the beneficiary. The blank for the 
beneficiary is left vacant in the photo- 
static copy, because the assured may de- 








sire to name a different person from the 
one designated in the original applica- 
tion. 

Under this plan, the waste of making 
out optional policies, so many of which 
are not taken, is avoided. Moreover, 
the agent who is somewhat timid about 
taking optional policies is more likely 
to suggest the purchase of additional in- 
surance with this easy instrumentality 
at hand. 





Columbus Mutual Life 


The Columbus Mutual Life will start 
paying a persistency bonus April 1, 1934, 
on policies reaching their 20th anniver- 
sary subsequent to that date. A similar 
bonus will be paid on all death claims 
and endowment policies maturing after 
that date and on all policies becoming 
paid up by their terms or by dividend 
accumulations. In this way the com- 
pany hopes to prevent the dividend re- 
duction effecting any increase in cost 
above the dividend schedule to 
policyholders that remain with the com- 
pany and keep their policies in force 

The Columbus Mutual Life has decided 
to pay the same dividends on all policies 
regardless of whether they contain the 
disability clause or not. 


Form Rail Protective Committee 


An informal protective committee to 
protect their interests as holders o! 
bonds of the Missouri-Pacific railroad, 
now under reorganization proceedings 
under the new bankruptcy act, has been 
formed by eleven life companies. 
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Illinois Qualification Bill 
Sharply Restricts Licensing 


APPLICATION UNDER OATH 


Measure Is Prepared to Segregate 
Agents From Bill Regulating 
General Insurance Salesmen 


A bill sharply restricting the licensing 
of lite agents in Illinois, giving the di- 
rector of trade and commerce power to 
demand oral or written examinations if 
he sees fit, and taking the matter of 
qualifications and licensing out of the 
broad measure covering all forms of 
insurance recently filed in the legis- 
lature and the subject of several hear- 
ings, was ready for introduction this 
week. In most particulars it is under- 
stood to have the approval of Superin- 
tendent Palmer. 

The effective date March 1, 1934, is 
set. Written applications under oath 
must be filed to obtain licenses. The 
applications besides name and address, 
must state: 

Requirements of Measure 


Whether a previous license in IlIli- 
nois or elsewhere had been revoked or 
refused, what business the applicant had 
engaged in for the last five years, with 
names and addresses; information to 
determine the trustworthiness and com- 
petency of applicant, a statement by two 
reputable citizens of Illinois, preferably 
life insurance men, recommending ap- 
plicant; information to indicate the li- 
cense is not being sought merely to take 
insurance on applicant’s own life, and 
stating he intends to engage actively in 
the business; a statement that he will 
not solicit or place insurance in an un- 
licensed company, and the name of the 
company he will represent, with a state- 
ment of its officers certifying to his em- 
ployment. 

The director could require a personal 
examination, either written or oral. Li- 
cense could be revoked for intentional 
mistakes in the application, fraudulent 
practices, misappropriation of funds, 
demonstration of incompetency, material 
misrepresentation of policies, benefits, 
etc., or for not being an active life in- 
surance agent. The bill holds the agent 
responsible in a fiduciary capacity for 
premiums collected. 

Some Prohibited Classes 


Corporations and partnerships would 
riot be licensed, nor would officers of 
state or national banks operating insur- 
ance departments in conjunction, save in 
towns of 5,000 population or less. All 
applicants to obtain a license must be 
residents of Illinois. 

An important provision is that pol- 
icies or applications for policies must 
be signed by an Illinois resident agent. 
Companies could not pay commissions 
to unlicensed agents. Companies must 
hle with the director a statement when 
an agent’s contract is terminated, giving 
the reasons. 

There is a retaliatory provision. Pen- 
alties from $50 to $1,000 are prescribed. 


Burial Concern to Continue 


The Eagle Burial Society of Chicago, 
which was referred to the Illinois at- 
torney general by the insurance depart- 
ment with a request that it be liquidated, 
has made an additional deposit for the 
protection of its certificate holders and 
the attorney general has been requested 
to dismiss his action against the so- 
ciety, which will continue. 


Pilot Life Convention 


The agency convention of the Pilot 
Life will be staged in the ag yaad 
Beach hotel, Chicago Oct. 1-3, it is an- 
nounced by J. M. Waddell, recently 
elected agency manager. 

In addition to the Pilot Club mem- 
bers, a feature of the gathering will be 
the get-together of the “McAlister ; 





Clan,” highest honor organization of 
the field men, membership in which is 
based upon membership in the Pilot 
Club for the previous and current years, 
and an 80 percent renewal average on 
the previous year’s business. 


Receiver Sues for Dividends 


Federal Court Action Brought Against 
Hlinois Life Stockholders to Re- 
cover $1,500,000 Dividends 


Suite to recover $1,500,000 dividends 
paid to stockholders of the Illinois Life 
in the period July 16, 1930, to Oct. 21, 
1931, has been filed in federal district 
court at Chicago by Abel Davis, re- 
ceiver for the company. His claim is 
that the Illinois Life was insolvent at 
that time. Among the defendants is 
Karl B. Korrady, the receiver's assistant 
who is active in conserving the business 
and is second in charge of the home 








office. The receiver asks $7,500 reim- 
bursement from Mr. Korrady. Others 
named, and the amounts are: J. W. 
Stevens, former chairman of board, 
$772,500; E. J. Stevens, formet vice- 
president, $205,500; C. E. Moore, 
$55,500; J. Stevens, $15,000; B. 
Stookey, former secretary, 








25,500; | lantic 


Grace E. Stookey, $3,750; S. L. Tomp- 
kins, $18,000; Alice M. Stevens, $7,500; 
Georgia P. Forrester, $17,812. Other 
minor stockholders also are named. 

The petition claims there was a defi- 
ciency during the period in which the 
dividends were paid, and they were not 
justified. It is claimed that securities 
were carried on the books at values 
that were too high; that there was no 
surplus earned in the period cited, and 
no previous earned surplus out of which 
to pay dividends properly. Attorney W. 
M. Klein for the receiver cites the 
“marking up” of the home office build- 
ing as an evidence of the method em- 
ployed. The building, be said, cost 
slightly less than $1,000,000. In 1924 
it was shown in the statement at $1,400,- 
000 and in December, 1931, at $3,000,000. 
This, however, has no direct bearing on 
the suit, which covers another period. 

Not all stockholders who received the 
dividends were sued, but only those 
within the jurisdiction of the court. 


Equitable General Agents 
Elect Crutchfield President 


At the close of the three day conven- 
tion of the general agency association 
of the Equitable of New York in At- 
City, E. M. Crutchfield, Rich- 





mond, Va., was elected president suc- 
ceeding Courtenay Barber of Chicago. 
Other officers elected were: T. M. 


Wilson, New York, 
Keating, Min- 


Riehle and Horace 
vice-presidents; Edward 
neapolis, treasurer and T. B. Sweeney, 
Washington, D. C., secretary. W. M. 
Duff, Pittsburgh, is chairman of the ex- 
ecutive committee. It was voted to hold 
the 1934 convention again at the shore 
resort. Mr. Barber had been president 
for two years and formerly was secre- 
tary. 


Farms Show Appreciation 


in Value, Agents Are Told 


DES MOINES, May 25.—Land held 
by the Union Central Life in lowa and 
Minnesota has advanced in price $10 per 
field men in convention at Water- 





acre, 
loo, Ia., were told by A. M. Walters, 
Minneapolis, head of the loan and real 
estate division. Reason for the boost 


was given as general advance in price 
of farm commodities and a growing de- 
mand for farms. About 200 farms have 
been sold by the company in the two 
states since Sept. 1. Up to the time of 
the present boost in prices good farm 
lands had been sold for between $85 and 
$100 an acre and poorer farms for $50 





to $70 an acre, it was stated. 
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Acquainted! 


¢ pany of excellence and substantial 
background which anyone can be 
proud to represent—and, more im- 
portant, thoroughly field-minded— 
a real Company of opportunity. 


Nor is that all—we have a unique 
agency plan which is unusually at- 
tractive to the successful and am- 
bitious Life Underwriter—and we 
have a broad range of thoroughly 
modern sales aids built around the 4s 
Home Life idea of “Client Building.” ] ar 


Home Life Insurance Co. 
256 Broadway, New York 


Ethelbert Ide Low, 
Chairman of the Board 





Let’s Get 
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HEN you consider the pos- r 

W sititio of an agency connec- 

tion, the first step is to 
become acquainted. pe 
S-¢ © a. 
We introduce ourselves—73 years va 
old, over $79,000,000 in assets, $386,- . 
000,000 Insurance in Force—a Com- ae 
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On Agency Matters Address 
Cecil C. Fulton, Jr. 
Superintendent of Agencies 
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« James A. Fulton, 
President 
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Accounts. 









INSURANCE 
‘DOLLARS 


received in 1932 by this Company were 


distributed as follows: 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
Grorce Wiiiarpd Smith, President 


Boston, Massachusetts 





COMMISSIONS 
MEDICAL FEES 








Out of every dollar recetved by the Company— 
9 cents were spent for commissions, medical fees 
and all expenses. 
2 cents were paid in salaries for entire Home 
Office personnel. 
2 cents were paid in taxes. 
87 cents were paid or credited to Policyholders’ 
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General Agency 
Contracts 
available at Cincinnati, 
Obie; Columbus, Ohie; 
Telede, Obie; Erie, Pa; 
Harrisburg, Pa.; Detreit, 

Michigan. 








TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 
in One Contract for One Premium 


UNITED LIFE 
and ACCIDENT 


INSURANCE COMPANY 
United Life Bldg. Concord, New Hampshire 








Life Insurance Is 
Pictured in Action 
at Fair in Chicago 











Life insurance will be dramatized in 
a life insurance exhibit in the Century 
of Progress exposition in Chicago 
through portraying a model community 
in miniature. Dominating the scene 
will be a building monumental in char- 
acter, symbolic of stability and repre- 
senting life insurance. 

The unusual exhibit was explained in 
a pamphlet broadcast by the policy- 
holders’ service bureau of the Metropol- 
itan. There will be a series of six action 
episodes, each depicting some important 
phase of accumulation and investment 
of life insurance reserves. The central 
themes are: 

Six Episedes in Series 

(1) How life insurance reserves tie 
the policyholder’s interest into the eco- 
nomic well-being of his community; (2) 
investments in public utilities; (3) in- 
vestménts in city and farm mortgages: 
(4) investments in government securi- 
ties; (5) investments in transportation 
facilities; (6) the return to policyholders 
from these investments 

Through use of a synchronized elec- 
trical sound transcription the signif- 
icance of the episodes will be explained 
as action develops. The exhibit will 
occupy a space 15 feet by 60 feet, ad- 
joining which will be a space 15 feet 
square containing a reception booth with 
an attendant to pass out a brochure on 
life insurance. The first episode opens 
with flashing a message across the min- 


iature sky: “65,000,000 policyholders 
have a stake in the institution of life 
insurance.” 

The central tall building is lhghted 


and people are seen to enter and leave 
it. A tank on top fills up, dollars float 


around in an illuminated section, and 
when the tank is full the words are 
flashed, “$20,000,000,000 life insurance 
assets.” The action then proceeds 


through the remaining episodes, showing 


the movement of the stream of dollars 
from the tank throughout the com- 
nunity The last episode shows life 


insurance beneficiaries leaving the build- 
ing carrying bags of money. 


Public Needs More Knowledge 


The general public should learn more 
about insurance rather than simply turn- 
ing over its imsurance buying carte 
blanche to an agent or broker. R. H 
Rlanchard, professor of imsurance at 
Columbia University, told members of 





the insurance division of the American 
Association 
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Are You The Man 
We Want? 


A “joy forever” is the 


life underwriter who 


can combine footwork 
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ean afford, Prof. Blanchard said. but 
although this state of affairs is a tribute | 
to the public’s confidence in the imstitu- 
tion of insurance, it does not make for | 
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| 
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inteligent inmsurance-buying which will | 
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properly cover the needs of the insured 


The msurance buyer, Prof. Blanchard 
said. should consider his hazards. fig 





what position he would want to be in 











the event of a loss, and then buy ont 
basis 

He suggested that it might promote a 
better understandimg if imsurance gen- 
erally adopted a simplified first page for | 
pohecies, along the lines of the life policy 
‘his would help remove the dea that 
imsurance ts too technical for the larman 


to understand 


H. E. North Advanced 


ry E. North. third vice-president | 

politan Life in charge of field edu- | 

ton and sales promotion, has beer | 
made a secc ce-president. His dr-| 
ties will contimue the same as at present. ! 
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Beer Hazard Is Considered 
at Underwriters’ Meeting 


(CONTINUED FROM PAGE 4) 


ts with respect to alcohol. He stated 
t is an appropriate time to review the 
cientific evidence built up from insur- 
ence mortality statistics in order that 
se of judgment in selecting these risks 
may be reduced to the phases upon 
hich proper evidence is lacking. Com- 
anies must give heed to the experience 
results in passing on risks in order to 
escape undue losses. He discussed the 
question whether sub-standard can be 
offered in this group without losing con- 
trol of mortality through anti-selection 
of applicants. Companies are unable to 
classify these risks with an accuracy 
commensurate with physically substand- 
ard risks. He gave evidence that there 
is hope such risks can be written with- 
out serious loss of mortality control. 

G. W. Cheney, Phoenix Mutual, dis- 
cussed allocation of functions in under- 
writing department, outlining the gen- 
eral organization of an underwriting de- 
partment adequate for a company han- 
dling from 50 to 200 applications a day. 


Presents Merits of Specialization 


Cc. V. Cornell, Penn Mutual, read a 
paper on underwriting by territories. 
He stressed this is an age of specializa- 
tion and a man becomes an expert on 
types of cases which come from certain 
localities by virtue of their size, inten- 
sive study of conditions there and 
knowledge of certain types of producers, 

W. H. Tompkins, Mutual Life of New 
York, in a paper on women presented 
various tables indicating his company’s 
experience, a really very favorable show- 
ing, and reciting underwriting rules 
which have been followed. 

The morning session Tuesday was de- 
voted to a clinic on underwriting as- 
pects of certain specific cases. R. 
Vane, Metropolitan, discussed occupa- 
tional classifications and Morris Pitler, 





Mutual Life of New York, presented a 
summary of medical and actuarial 
papers. 

John M. Laird, Connecticut General, 
gave a cross section of modern life un- 
derwriting. He said after the world war 
and influenza epidemic of 1918, life in- 
surance enjoyed ten years of expanding 
business, increased interest earnings and 
favorable mortality, resulting in gradu- 
ally broadened underwriting and intro- 
duction of certain practices by some 
companies in the hope of securing com- 
petitive advantage or encouraging sales. 
The reaction now is on. Companies are 
interested in stopping all leaks. The 
watchword is safety first. 


Laird on Jumbo Risks 


He touched on jumbo risks with their 
high mortality, but he said clearly there 
was something wrong with jumbo risks 
even before the depression. A supple- 
ment to the medical impairment study 
showed the death rate on jumbo risks 
excessive on issues of 1919 to 1929 car- 
ried to the anniversary in 1930. This 
experience includes a period of favor- 
able mortality, yet mortality on per- 
sons insured for $1,000,000 or more was 
169 percent of normal. 

He said special attention today should 
be given inspections, finances, suicides, 
non-medical, rewrites and revivals. The 
last three years have been difficult both 
for agent and underwriter. The per- 
centage of declinations has increased 
and there has been pressure from the 
field and agency department for liberal- 
ization in underwriting to maintain pre- 
mium income. Much educational work 
must still be done during the recon- 
struction period. All should recognize 
that a company cannot issue insurance 
on a man with a serious medical im- 
pairment. 


The Indiana Mutual Life Agency Com- 
pany, Elkhart, Ind., has been incorpo- 
rated by J. S. Fisher, Eugene Holdsman 
and J. C. Lane to operate a life general 
agency. 





Moratorium Complex Based 
on Supposition, Not Facts 


(CONTINUED FROM PAGE 5) 


other type, was very indignant about life 
insurance men calling on him and pes- 
tering him with prospecting letters. He 
said he knows where to get life insur- 
ance if he wants some and he doesn’t 
have to wait around for an agent to call 
on him. He was acquainted with the 
moratorium but it didn’t give him much 
concern. He regarded it as only a tem- 
porary measure like that which any busi- 
ness has to adopt to conserve its assets 
in times of stress. 

The public has been faced with many 
other problems in the past few years and 
has a very philosophical attitude toward 
the life insurance moratorium and con- 
sequently the agent has overexagger- 
ated the importance of it in his own 
mind. It isn’t easy to sell now because 
people haven't got the money, but that 
is a problem that every agent has to 
overcome at all times, even in flush 
times, because if people have got the 
money they want to spend it for some- 
thing else. 


Conditions Placing Heavy 
Burdens on Management 


(CONTINUED FROM PAGE 5) 


proportion to the applicant’s income or 
ability to pay. Life insurance by too 
many people today is looked on as a 
means of recouping losses rather than 
to provide against future losses. 

While the primary function of life in- 
surance is to pay claims, at the same 
time companies owe it to their policy- 
holders to be on guard as never before 
against fraudulent demands, particularly 
under disability clauses. Mr. Hall said 
companies should not be compelled to 
put a premium on suicide. The man 
who kills himself to transfer his obliga- 





tions to the life company no more de- 
serves considération than the one who 
burns down his home to collect fire 
insurance, 

Mr. Hall emphasized that new busi- 
ness constitutes the very life blood of 
life insurance. So far as the policy 
moratorium is concerned he finds it 
serving to place emphasis where it be- 
longs, the protection features of the con- 
tract and not the minor appendages. 
In so far as government regulation of 
business is concerned, he said, life com- 
panies always have welcomed coopera- 
tion and supervision of state authority 
and do not object to paying legitimate 
costs, but policyholders should be told 
repeatedly of the onerous and unjust 
premium tax burden on life insurance. 
Only a small fraction of this levy is 
used for supervision and maintaining 
insurance departments. 


Sees Early Lifting of the 
Moratorium in New England 


Commissioner Dunham of Connecticut 
has issued a statement predicting that 
the cash surrender and policy loan re- 
strictions will be lifted in the New Eng- 
land states about the middle of June. 
He stated that there will be a meeting 
of the insurance commissioners of the 
New England states in Boston soon 
after the meeting of the National Con- 
vention of Insurance Commissioners in 
Chicago June 1-3. 


Hold North Dakota Meeting 


With S. H. Witmer, vice-president 
and manager of agencies, and H. O. 
Chapman, secretary-treasurer, in charge, 
North Dakota agents of the Policyhold- 
ers National Life of Sioux Falls, S$. D., 
held a sales school in Fargo Saturday. 

Mr. Chapman said improving business 
conditions in the northwest are being 
reflected in increased volume of new 
business received by the company. 
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Annuities Have a Firm Place 


THERE is considerable difference of opin- 
ion among agents as to whether the sale 
of annuities is really on the wane and 
whether there is a shift back to purely life 
insurance contracts. In a recent issue the 
sentiment was expressed in some quarters 
that annuities and retirement policies mo- 
mentarily at least were suffering a set- 
back. This is disputed by a number of 
field men who declare that their annuity 
business is just as good as ever. The PENN 
Murtvat Lire, for example, during the first 
four months, reports $44,000,000 of life 
insurance and $17,000,000 of annuity values. 
This is figuring the annuity premiums on 
the basis of $30 a thousand. In other 
words, 30 percent of the PENN Mutua ’s 
new premium payments were for annuities. 

In recent years annuities have been 
greatly popularized. Companies that did 


not write annuities and did not have any 
annuity figures in their rate book have 
been forced to adopt an annuity program. 
Annuities, after all, constitute a very 
salable and safe retirement fund. They fit 
in nicely with life insurance. Companies 
that write annuity contracts liberally do 
not feel that the sale of that business 
detracts in any way from the sale of 
straight life insurance. The field offers 
certain prospects for annuities and these 
are not necessarily the people who might 
buy life insurance. There is a growing 
number of people who are becoming more 
and more interested in annuities. The in- 
security of investments of various kinds 
has called attention to the stability of 
annuities as sold by thoroughly solid life 
companies and the special advantages in 
owning such contracts. 


Service of the Life Agent 


A LIFE insurance man is not crowned 
so much these days by the amount of 
business he is producing as by the 
amount of the business on the books he 
is saving. After all, an agent is forced 
to give much time to servicing policy- 
holders. There has never been such a 
demand for personal service as during 
the last two or three years. Policyhold- 
ers are confronted with problems that 
are unprecedented. The march of the 
depression seems continuous. Therefore 
more people are forced to fall back on 
their last defenses. 


Most business men are endeavoring 
to save what they can out of the enter- 
prises they have built up, whatever they 
may be. This policy can well be applied 
to the life agent because he is a conser- 
vationist extraordinary. If he can hold 
down lapses and persuade people to pay 
off loans, he is saving his own bacon. 
The personal influence and assistance of 
the agent are big factors today in the 
life insurance field. Policyholders are 


looking to the insurance salesman to give 
them advice which is intelligent and 
trustworthy. 


Developing Habit of Thinking 


One of the primary functions of any 
supervising man should be to teach 
those in his employ to do some thinking 
for themselves and to develop initiative. 
A man with authority makes the biggest 
kind of mistake when he encourages 
those subordinate to him to run to him 


to decide every question large or small. 
The only way to make men strong 
mentally is to get them to form the 
habit of thinking, deciding at least the 
ordinary cases and to get beyond the 
period of dependency. The brain, like a 
muscle, needs exercise. 


Should Not Develop Indifference 


Many men weaken their own business 
and personal structure by being indiffer- 
ent. They are not responsive to the 
voices of the hour. They are apathetic. 
One cannot be so isolated that he is 


adamant to the various relationships he 
sustains and what others do and say. 
He should tune himself to the chord 
of the hour, else he will not find the 
going pleasant. 


PERSONAL SIDE OF BUSINESS 





Lee Herdman, insurance director of 
Nebraska, was operated on Monday for 
removal of a cataract which has inter- 
fered with his sight for a long time. 
A second operation will be necessary 
later. 


R. C. Wiestling, who was recently 
appointed manager of the Security Mu- 
tual Life of Binghamton at Rochester, 
is a native of heeling, W. Va., and 
entered the U. S. naval academy in 1916. 
He was commissioned as an ensign and 
served on the U. S. S. “Oklahoma” for 
two years. He was then transferred to 
the destroyer engineering school at 
Newport, R. I., and became chief engi- 
neer of the destroyer “John D. Ford.” 
Then he was appointed junior lieutenant 
on the “Wyoming.” He is still a lieu- 
tenant in the U. S. naval reserve. He 
entered the life business in 1924, his 
activities carrying him to Baton Rouge, 
La., and then to Rochester. He has 
been connected with the Mutual Life of 
New York in Rochester. 


A. R. Roberts, who founded the 
Amicable Life of Waco, Tex., and was 
its president and actuary, died at Corpus 
Christi. He was 68 years of age. He 
taught school before entering life insur- 
ance in 1885. He made a close study of 
mathematics. In 1910 he organized the 
Amicable Life. He built the Amicable 
building, the first skyscraper in that sec- 
tion. In his day he had one of the 
largest insurance libraries in the coun- 
try. He published the Waco “Morning 
News” at one time in his career. 


Allen May of St. Louis, vice-president 
and general attorney of the Missouri 
State Life, gave the commencement ad- 
dress before the St. Louis law school 
last week, taking as his subject, “The 
New Lawyer and the New Deal.” Mr. 
May is one of the most successful Sun- 
day school teachers in his city. He has 
a large class and attempts to introduce 
comment on current events, thus mod- 
ernizing Biblical teachings. 


Miss Caroline D. Baker, daughter of 
Dr. H. A. Baker, medical director Kan- 
sas City Life, and C. H. Tinsley, Jr., 
who just has been transferred from 
Kansas City to Salt Lake by the Ameri- 
can Service Bureau, were married last 
week. Miss Baker has been an under- 
writer in the medical department of the 
Kansas City Life for the past eight 
years. 

Barbara Jean Sears, daughter of Mr. 
and Mrs. Charles Sears of Kansas City, 
is the first grandchild of W. T. Grant, 
president Business Men’s Assurance, 
and is the second for C. N. Sears, secre- 
tary Kansas City Life, and Mrs. Sears. 


W. F. Reynolds, 32, member of the 
firm of T. P. Reynolds and Son, general 
agents at Richmond, Va., for the Pru- 
dential, was killed last week in an auto- 
mobile accident near that city. He was 
vice-president and former secretary of 
the Richmond Association of Life 
Underwriters. His father took him into 
the agency firm five years ago. 


Joseph T. Butler,  oemued agent of the 
Aetna Life in Salt Lake City has been 
elected president of the Salt Lake junior 
chamber of commerce. 


Rufus K. Hardy, well-known Salt 
Lake City life insurance man, with the 
Western States Life for more than 20 
years, has accepted a call from the Mor- 
mon church to preside over its New 
Zealand mission. It will be Mr. Hardy’s 
third visit to New Zealand. He will be 
away for an indefinite period. 

Edwin E. Carter, 53, member of the 
firm of St. John & Carter, in Des Moines 
for the Equitable Life of Iowa, died 
there Friday of heart disease. He was 
a newspaper publisher at Boone and 
Spirit Lake, Ia., before going to Des 
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Moines in 1912 to enter life insurane 
with the Phoenix Mutual. He forme 
his partnership with Walter St. John 
1913. 


—- 


southwest Texas manager of the Grey 
Southern Life, is the proud father of; 
boy, Howard Franklin Mims Childers, 


Edward B. Raub, vice-president an; 
general counsel of the Indianapolis Lif 


the Indianapolis chapter of Rose Cro 
of the Scottish Rite. 


H. M. Holderness, agency vice-pres. 
dent Connecticut Mutual, who wa 
scheduled to address the regional Sales 
congress of his company in Chicag 
last week, has been ordered to take; 
month’s rest by his doctor. It is under. 
stood that his conscientiousness as chair. 
man of Financial Independence Week 
which was greatly successful in spite o 
the hard times, undermined his health 
necessitating a complete relaxation fror 
his duties in Hartford. 


M. S. Miller of M. R. Miller & Son 
Penn Mutual agency in Rochester, N.Y 
was injured recently in an automobik 
accident and has been recovering in the 
hospital. The Miller agency has in 
portant offices also in Buffalo and Syn 
cuse. 

Howard C. Lawrence, New Jerse 
manager for the Lincoln National Life 
is receiving the sympathy of friends on 
the death of his mother. 

Dr. J. A. Patton, medical director ani 
second vice-president of the Prudential 
will retire from active duty with that 
organization July 1 after 35 years oi 
service. 

Business associates and other friends 
of the executive attended a farewell 
dinner in his honor at East Orange, 
N. J. He plans to leave for his new 
home in California May 26. 


Dr. J. E. Pollard, associate medical 
director, was toastmaster at the ban- 
quet. Other speakers were John K 
Gore, vice-president and actuary, and 
Dr. L. MacKenzie, also associate 
medical director. a. 

Dr. Patton began his Prudential 


career May 3, 1895, as an examiner in 
Chicago, and became a member of the 
home office medical staff May 18, 1908 
In January, 1909, he was made assist- 
ant medical director; in January, 191%, 
he was promoted to associate medical 
director, and in January, 1920, was 
placed in charge of the department @ 
medical director. On Jan. 13, 1930, he 
was again promoted, second vice-prest- 
dent and medical director. 


President H. A. Behrens of the Con- 
tinental Casualty and Continental As 
surance of Chicago is on a tarpon fish- 
ing trip in the Gulf of Mexico, off the 
coast of Corpus Christi. He is accom 
panied by Bob A. Killson, general agen! 
at Houston. Mr. Behrens is one o 
the most ardent fishermen. 


James M. Hamill, s star producer of the 
Equitable Life of New York in San 
Francisco, is celebrating the arrival of 
his first child, Judith Hamill, born last 
week. Mrs. Hamill was prominent in 
art circles of Los Angeles before het 
marriage early last year. 


John J. Nangle, executive vice-pres' 
dent of the Utilities Insurance Company 
of St. Louis, was elected treasurer o! the 
Missouri State Democratic committee 

session at Columbia, Mo., succeeding B 
F. Dickman of St. Louis, who resigne 
after his election as $ mayor of that city 


Elmer H. Dearth, former Minnesota 
insurance commissioner, who has been 
in Detroit for some 20 years as a con 





pany official and advisor, is returning 
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St. Paul and will reside at 1156 Lincoln 
avenue. Since retiring from the General 
Surety & Casualty of Detroit he has 
been engaged in an advisory capacity 
for companies and also has acted as in- 
surance broker. He will perhaps con- 
tinue in the same line of work in St. 
Paul. 


In connection with a round table con- 
ference of southern and eastern general 
agents of the Penn Mutual at the head 
office, a testimonial dinner was held for 
John A. Stevenson, who has just re- 
tired as vice-president in charge of the 
agency department of that company, to 
become a full time general agent. C.B. 
Stumes of Stumes & Loeb, Chicago gen- 
eral agent, was toastmaster. J. E. Dur- 
ham, head of the Bourne & Durham 
general agency of Philadelphia, pre- 
sented Mr. Stevenson with a valuable 
set of Shakespeare. A speech of eulogy 
was delivered by President W. A. Law. 
Tribute was also paid by Vice-President 
Frank H. Davis. 
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A. O. U. W. Sees Record Year 


Kansas Order Reports Increase of 40 
Percent in Business for First 


Four Months 








During the first four months of this 
year, the A. O. U. W. of Kansas reports 
an increase in new business of more 
than 40 percent over the amount written 
in the same period last year. With this 
start, the order anticipates that 1933 will 
be a record year. 

As of Dec. 31, 1932, the order reported 
total assets of $4,466,508, invested 
largely in state, federal and municipal 
bonds and selected first mortgage loans. 
Surplus amounted to about $255,000 
after providing for the full required re- 
serve on the American Experience 4 per- 
cent plan and all outstanding liabilities. 
Interest earnings on investments were 
at the rate of 5.88 percent and the ratio 
of actual to expected mortality was 81.86 
percent. Total insurance in force 
amounted to $30,065,763 and total mem- 
bership 27,973. 

Graybill’s Eleventh Term 


J. W. Graybill was recently reelected 
grand master workman to his 11th term 
in that office. At the expiration of the 
term in 1937 he will have served 26 
years as executive head of the society 
and will have a record of 30 years in an 
official capacity. Mr. Graybill has been 
responsible for many of the forward 
steps of the order. In 1913 he was re- 
sponsible for the admission of women 
to membership and for the organization 
of the juvenile beneficiary department 
in 1917. Two years later level rate, 
legal reserve plans of insurance were 
adopted and in 1921 the classified plan 
was readjusted on an adequate rate 
sasis. In 1926 the field of operations 
was extended, the order being admitted 
in Colorado, New Mexico and Arizona. 
The tubercular sanitarium was estab- 
lished in 1928 and in 1932 Arkansas was 
entered. 

E. H. Stewart was reelected grand 
recorder for the fourth term and W. J. 
Watson, grand treasurer for the fourth 
term. Miss Clastine Allen was elected a 
grand trustee, the first woman to hold 
an active grand lodge office. 

lhe honorary rank of past grand mas- 
ter workman was conferred on Dr. F. W. 
'Donnell, grand medical examiner: 

G. Kennedy, chairman of the creden- 
tials committee, and James D. Banker, 
member of the finance committee. 


Midland Mutual Veterans 


The Midland Mutual Life will cele- 
brate its 27th anniversary on July 2, 
1933. Seventeen employes and repre- 
sentatives have completed 25 years ot 
consecutive service with the company 
Those at the home office with this 
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record are Dr. W. O. Thompson, chair- 
man of the board; H. B. Arnold, presi- 
dent; G. T. Spahr, director; C. G. Bar- 
ratt, assistant secretary-treasurer; H. K. 
Schaff, cashier, and John D. Rees, 
auditor. 

E. P. Tice was the first agent of the 
company. He soon formed a partner- 
ship with H. P. Jeffers, thus creating 
the firm of Tice & Jeffers, managers of 
the home office agency. 

Other 25 year agents are: S. B. Gar- 
wood, Columbus; E. O. Mowrer, Akron; 
W. T. Trump, Dayton; O. J. Dodge, 
Toledo; H. S. Foote, Geneva; E. C. 
Roberts, Canton; L. U. Mechem, Be- 
thesda; J. I. Dickerson and J. O. Jones, 
Newark, O. 


To Liquidate Union National 


Superintendent Warner of Ohio has 
appointed G. B. McCann a special dep- 
uty to liquidate the Union National Life. 
The liquidation will be conducted at 
Dayton, the charter office of the com- 
pany, which moved its executive offices 
to Charleston last year. The license of 
the Union National has been revoked 
by the West Virginia department. 


Made Official of Acme Life 


A. E. Smith of Owasso, Okla., has 
been elected second vice-president of the 





Acme Life of Tulsa. He is the owner 
of the A. E. Smith Gas Company. Dur- 
ing its first four months of operation the 
company wrote $600,000 of business. 
W. R. Shirley, formerly president of the 
Yeomen, is head of the company, and 
George Kabureck has charge of the 
agency department. The Acme special 
thrift stock policy with endowment 
coupon and special investment deposit 
fund is being featured by the company. 





Observe Fry-Reilly Month 


In observation of Fry-Reilly Month, 
agents of the Old Line Life of Mil- 
waukee will conduct a sales drive in 
June as a tribute to President Rupert F. 
Fry and Secretary-Treasurer J. E. 
Reilly, both of whose birthdays occur 
next month. The Old Line will occupy 
its new home on June 1, occupying the 
seventh and eighth floors of the Century 
building at 808 North Third street, Mil- 
waukee. 


Voecks Made Secretary 


G. A. Grossman, veteran secretary of 
the Lutheran Mutual Aid of Waverly, 
Ia., has retired from active business. 
W. G. Voecks, the actuary, has been 
chosen secretary. The triennial conven- 
tion will not meet until 1934 and hence 
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no regular successor will be elected 
until that time. 

He is the son of Albert Voecks, Ap- 
pleton, Wis., secretary of the Aid As- 
sociation for Lutherans, with which or- 
ganization W. G. Voecks was connected 
before going to Waverly two years ago. 


Dr. Carlisle Resigns 
Dr. G. L. Carlisle, medical director of 
the Fidelity Union Life of Dallas since 
its organization in 1928, has resigned. 





Moves Office to Chicago 


The Bankers Life & Casualty 
Springfield, Ill., has moved its home of- 
fice to 4746 North Damen avenue, Chi- 
cago. 


Receiver for Kokomo Company 


C. T. Brown has been appointed re- 
ceiver for the American National As- 
surance, an assessment life company of 
Kokomo, Ind. 


ot 


Carried $1,500,000 Insurance 


The late J. W. Bettendorf, president 
of the Bettendorf Company, Bettendorf, 
la., large manufacturer of railroad cars, 
who died last week, carried life insur- 
ance estimated at approximately $1,500,- 
000. 


COMPLETE SALES 
COOPERATION 


Continental facilities embrace 
more than the usual service to 
field men. 

A broad range of modern cover- 
ages enables all agents to serv- 
ice practically every need. 

this 


chandise is the personal coop- 


Supporting salable mer- 
eration of department heads, 
the seasoned advice of experi- 
enced executives, practical sales 
help and profitable, 


proven, 


effective, advertising assistance. 


Continental 


like Continental DURABILITY, 


sales cooperation, 


is complete. 
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Jefferson Standard Men Are Making Money 
THROUGH 


Planned Campaigns 


I 4 


Several Types of Letters 
Retirement Income, Fam- 
ily Income, Educational, 
2 Juvenile and Clean-up 


10-weeks Spring Offensive 
—March 20-May 27 


Free Direct Mail 5 
10 letters each week Sales Appeal 


3 High type folder enclosed 


6 


Follow-up Certain 
Special listing system used 


Personalized Letters 
Over President Price’s 
Signature 


For Information, Address: 
A. R. PERKINS, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 
Greensboro, North Carolina 
































Grandview, Indiana 
April 28, 1933 


Bankers Mutual Life Co. 
Freeport, Illinois 


Gentlemen: 


I wish to express my sincere 
thanks to you for the prompt attention 
which you gave to my claim in your 
Company on the death of my husband. 


In these uncertain times it 
has been a revelation to me that the 
insurance companies could meet their 
obligations so quickly and in full. 

Again I thank you and con- 
gratulate you on having such efficient 
officers and directors. 

Yours very truly, 


(Signed) Mrs. Hattie Craig 


(UNSOLICITED) 

















LIFE AGENCY CHANGES 





A. H. Bennell Gets Cleveland 


Pittsburgh Manager of Mutual Life 
Gets Bigger Place—A. F. Haas of 


Baltimore His Successor 








A. H. Bennell, manager of the Pitts- 
burgh agency of the Mutual Life of 
New York, has been made manager of 
its Cleveland agency, succeeding Man- 
ager E. R. Ferguson in the latter city, 
Vice-president and Manager of Agen- 
cies Sargent has announced. Mr. Fer- 
guson is retiring because of ill health. 

Anton F. Haas of Baltimore succeeds 
Mr. Bennell as manager in Pittsburgh. 

Mr. Bennell was appointed manager 
in Pittsburgh in February 1931, after 
making an excellent record as a personal 
producer in the Cleveland field. 

Mr. Haas was born in Baltimore. 
After attending Gettysburg College and 
later Johns Hopkins University, he 
joined a Baltimore finance corporation, 
leaving in 1925 to enter the Mutual 
Life’s Baltimore agency as an agent. In 
1927 he became district manager and in 
1928 agency organizer. 

Mr. Ferguson who leaves active 
service under the retirement plan, joined 
the Mutual Life in 1893 at its home of- 
fice. He was appointed assistant agency 
cashier in Charlotte, N. C., in 1902, 
manager in El Paso, Tex., in 1906, man- 
ager in Charlotte in 1908, manager in 
Cincinnati in 1911 and transferred to 
Cleveland as manager in 1925. 





T. R. Harrington 


J. George Harty, general agent for 
the Berkshire Life for 14 counties in 
middle New York with headquarters in 
Syracuse, announces the appointment of 
T. R. Harrington as manager of the 
Binghamton, N. Y. office, just estab- 
lished. Mr. Harrington served as agency 
instructor in the Syracuse office begin- 
ning in October, 1932, and his out- 
standing work in this position led to his 
new appointment. The Harty agency 
is developing its territory with the ap- 
pointment of a number of good men. It 
shows a substantial increase in paid 
business both for April this year and 
for the first four months of 1933 com- 
pared with the same period for 1932. 





Walter E. Schaeffer 


Walter E. Schaeffer, who becomes 
Cincinnati general agent of the Security 
Mutual Life of Binghamton, has_had 
several years experience with the Equi- 
table Life of New York, having been 
located at Painesville. He is a graduate 
of the University of Cincinnati and took 
post graduate work at Ohio State. 


H. P. Allen 


H. P. Allen, formerly of Texas, but 
for the past three years at Hopkinsville, 
Ky., has been appointed general agent 
of the Minnesota Mutual Life in the 





ay 


east Texas oil district with headquarters 
in Tyler. 





J. H. Klingler 


J. H. Klingler has been appointed 
manager of the Life of Virginia at 
Houston, Tex., to succeed E. O. Hall 
who resigned to devote his full time to 
personal production. Mr. Klingler for- 
merly was with the Reliance Life and 
Columbus Mutual Life. 





J. L. Anderson 


L. Anderson has been appointed 
southern California manager of the Pa- 
cific National Life of Sat Lake City, with 
headquarters at Los Angeles. He has 
been manager at Los Angeles of the 
Iseneficial Life of Salt Lake for the past 
four years. 


A. H. Boyce 


A. H. Boyce, who retired several 
years ago as agency manager in Los 
Angeles of the California State Life, has 
returned to the business as manager of 
a new agency established by the Cali- 
furnia-Western States Life in Los An- 
gcles, which will be known as the Cen- 
tral agency. 





J. C. Gallegos 


The Colorado Life, which has di- 
rected its agency work. exclusively from 
the home office, will experiment in a 
limited way with managers in the field. 
J. C. Gallegos, Las Vegas, has been 
appointed state manager for New Mex- 
ico. 





F. H. Schroeder 


F. H. Schroeder, formerly with the 
Northern Life of Seattle, has _ been 
named manager for the Continental As- 
surance of Chicago in Portland, Ore., 
covering Oregon and _ southwestern 
Washington with offices at 735 Terminal 
Sales building. Mr. Schroeder was for 


ten years assistant manager of the 
Equitable Life of New York at Spo- 
kane, Wash. 





Life Agency Notes 














The Buffalo Mutual Life has appointed 
W. S. Fisher as district manager at Day- 
ton, O., and W. H. Lehman at Green- 
ville, O. 

The American Reserve Life of Omaha, 
has appointed B. G. Marchi general agent 
at Fort Dodge, Ia. He has been with the 
Connecticut Mutual for two years. His 
territory will embrace six counties. 

The following Western & Southern 
representatives have been placed in 
charge of their respective offices: E. D. 
Porter, Columbus, O.; John A. Williams, 
East Liverpool, O.; John G. Yocom, Brad- 
dock; Robert Kantner, Wapakoneta, O. 
and Clarence N. Coghlan, Ravenna, 0. 








AS SEEN FROM CHICAGO _ 





HEARING ON QUALIFICATIONS 


Considerable opposition to the quali- 
fication bill drafted by Superintendent 
Palmer of Illinois developed at hear- 
ings last week and this week before the 
house insurance committee. The ad- 
visory counsel of Illinois insurance or- 
ganizations placed in Mr. Palmer’s 
hands a completely rewritten bill. Two 
amendments were proposed by counsel 
for the Country Life of Chicago, one of 
these being to except the company on 
the theory it was organized for educa- 
tional purposes among farmers. Inclu- 
sion of life insurance agents has brought 
much criticism. President Henry Abels 
of the Franklin Life of Springfield stated 





the bill as drawn does not apply to life 
agents and a separate bill for life men 
was to be filed. A. A. Kruger, assist- 
ant secretary Millers National Fire, 
Chicago, said the $5 license fee would 
develop retaliatory action from other 
states which it was estimated would 
cost that company alone $10,000 an- 


nually. Due to the opposition on many 
counts there is now some question 
whether Superintendent Palmer will 


press for passage of the bill. 

Among those who attended the hear- 
ing were President A. S. Schwartz of 
the Illinois Insurance Brokers Associ- 
ation, Manager W. O. Schilling of the 
United States Fidelity & Guaranty, Chi- 
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cago; N. P. Blanchard, immediate past 
president Illinois Association of Life 
Underwriters; Edward St. Clair, North 
American Accident, Chicago, and Nor- 
ris Bokum, general agent Massachu- 
setts Mutual Life, Chicago. The “trust 
fund” provision in Mr. Palmer’s bill, 
according to an informed legal opinion 
obtained by Past President F. P, Lavin 
of the brokers’ association, very likely 
would force agents and brokers to re- 
port company funds held in trust for the 
purpose of personal property tax, a re- 
quirement in one of the interrogatories 
in the personal property return. IIli- 
nois agents and brokers now in making 
the returns deduct all premiums held 
temporarily. It was the opinion that 
agents and brokers would have to pay 
tax on these funds if they were declared 
trust funds but would probably pass the 
bill along to the companies. This 
would require considerable extra book- 
keeping. 
x * x 
YEOMEN MUTUAL MOVES 


The Yeomen Mutual general agency 
of B. F. Provol in Chicago will move 
June 1 from the City Hall Square build- 
ing to 134 North La Salle street. Mr. 
Provol will set up there complete agency 
and cashier's divisions, the office being 
entirely refurnished with steel and 
aluminum furniture and fixtures. Mr. 
Provol, whose agency since the appoint- 
ment some four years ago has moved 
up from 15th to third place for the com- 
pany countrywide, is starting a sales ex- 
pansion program making much use of 


direct mail. He has 16 agents and his 
territory is Cook county. 
| 


TO DEBATE AGENTS’ JOB 
The subject “What Is the Agent's 
Job and Sources of Business?” will be 
discussed at around table meeting of the 


Life Agency Supervisors Association of 
Chicago in the Hamilton club, Friday 
noon. J. M. Murphy, Massachusetts 
Mutual, and F. H. Gross, Mutual Bene- 
fit, will lead the discussion. 
ke x 
CLUB CONSIDERS INVESTMENTS 


The Life Insurance Trust Club of 
Chicago at its April meeting elected to 
membership Nathaniel Seefurth. Presi- 
dent A. S. Ingersoll took up the estate 
of the late J. W. Good. His will had 
recently been redrawn and the option 
settlements in his insurance policies 
changed to an insurance trust. Vice- 
president E. R. Reynolds led a discus- 
sion on the investments of life com- 
panies. After presenting the nature and 
percentage of various investments by a 
number of representative companies he 
cited one which had 187,000 farm mort- 
gages and stated that if the acreage 
were disposed of at $17 per acre the 
company would come out whole. 
Another company’s mortgages averaged 
$40 per acre, considered a secure in- 
vestment. The companies select only 
the best. 

Of all railroad bonds issued, he said 
about 35% represented first liens against 
the railroad’s assets. The companies’ 
investments are all in this class. These 
holdings in one company represented 
5.74% and if they were wiped out en- 
tirely they would not seriously affect 
the surplus. Investments in public util- 
ities are very much in the same position, 
he said. Policy loans and government 
bonds constitute a substantial per- 
centage of company investments and are 
gilt edged. One company was cited 
which purchased securities some time 
ago for $110,000,000 which were valued 
at the market not long ago at $108,000,- 
000. Another company listed securities 
at $153,000,000 which were valued at the 





market at $158,000,000. 








AS SEEN FROM NEW YORK 





NEW PLAN FOR PROSPECTS 


The first of a series of three lunch- 
eons for prospects was given this week 
by R. (G. Engelsman, general agent 
Penn Mutual Life in New York City. 
Each agent brought as a guest one or 
two prospects to whom the type of pol- 
icy under discussion would apply. 

The luncheon this week was devoted 
to business insurance. The speaker was 
Harvey Weeks, assistant vice-president 
Central Hanover Bank, who discussed 
business insurance from the policyhold- 
er’s point of view rather than from the 
selling angle. After his talk the meet- 
ing was thrown open to questions from 
the prospects. 

Introducing the speaker, Mr. Engels- 
man said his agency had received an un- 
usual number of inquiries about busi- 
ness life insurance and this prompted 
the idea of a meeting at which no sell- 
ing would take place at which a clear 
picture of business insurance would be 
presented by someone outside of the 
business of life insurance; where pros- 
pective buyers could ask questions with- 
out obligating themselves to buy. 

* * * 
LIBEL ACTION IS DEFEATED 


The libel action for $250,000 brought 
by R. B. Meisnere against the New 
York City Life Underwriters Associa- 
tion, the Prudential, J. A. McNulty, 
chairman of the association’s business 
conduct committee, and Leo Eisen, an 
agent of the Equitable Life of New 
York, has been decided in favor of the 
defendants after a two-day trial. 

The plaintiff charged that an affidavit 
by Mr. Eisen relative to Mr. Meisnere’s 
attempt to replace a policy had caused 
the cancellation of an agent’s contract 
which Mr. Meisner claimed to have with 
the Prudential, and that the linking of 
his (Meisnere’s) name with that of C. 
\. Legg, at that time recently con- 
victed of violating the insurance law, 





constituted libel. Mr. Meisnere also 














We Nominate 
For the Hall of Fame 


. . « « The school teacher who continued her cheerful 
“Good morning, children,” even though she went for 
days without breakfast. . . . . The graduate who confi- 
dently entered a business world under supreme handicaps. 
.... The family that calmly made the best of a reduced 
income. . .. . The laborer who uncomplainingly took 
“part time pay” rather than see his comrades laid off. 
. . « « The clerk who didn’t let successive salary cuts 
upset his pleasant temperament. . . . . The banker who 
protected his depositors before all other interests. . . . . 
The manufacturer and merchant who kept his plant 
running and doors open, in spite of financial loss... . . 
The policeman who shot it out with bandits at the risk of 
his life for a few paltry dollars. ... . The public official 
who didn’t count the votes he lost when he slashed gov- 
ernment expenditures. 


.. . AND NOT LEAST AMONG THEM the 
thousands of insurance salesmen who did not lose faith 
in the soundness and necessity of their business, but 
maintained unfaltering service to their policyholders and 
their prospects. 
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By R. B. MITCHELL— 


charged that the Prudential by “pub- 
lishing” the affidavit had kept him from 
getting a contract with other companies. 

The defense argued that the state- 
ments were not defamatory and no 
proof of publication had been made. 
The decision is regarded as very im- 
portant by life underwriters. 

* 


SHOULD USE SALES PRESSURE 


Agents should not hesitate to put on 
selling pressure when they know they 
are right—that is, when they knoW the 
prospect needs the coverage and can pay 
for it, R. G. Engelsman, general agent 
in New York City for the Penn Mutual 
Life, told members of the New York C. 
L. U. chapter. He advised his hearers 
not to stress the service they were going 
to give while making a sale, but to 
make the sale and then give it after- 
ward, thus creating a more unusual im- 
pression on the buyer. He cited exam- 
ples to show the bad effect of promis- 
ing service and then not following up 
by rendering it. He also urged simple 
selling methods, taking President Roose- 
velt’s success as indicating the value of 
a simplified presentation. 

“Ss i 
WILL ISSUE VALUABLE PAMPHLET 


The New York State Life Underwrit- 
ers Association is about to issue a 
pamphlet containing digest of all in- 
formation relating to section 55-A of 
the bankruptcy law and section 15 of 
the personal property law, both of which 
have an important bearing on insurance, 
the pamphlet will be very valuable to 
life underwriters of many other states, 
as 21 other states have laws similar to 


the New York statutes. 
e oe -¢ 
JOINS R. L. JONES AGENCY 


E. R. Harrison, formerly with the 
Brooklyn office of the Aetna Life, has 
become associated with R. L. Jones, 
general agent of the State Mutual Life 





... for over &2 years 








@ In 1851 the- Massachusetts Mu- 
tual issued its first policy. From 
that day to this its constant en- 

' deavor has been to furnish the best 
possible life insurance service at 
the lowest possible cost. That it 
has been successful is shown by 
the enviable reputation which the 
company enjoys among those who 
buy insurance and among those 
who sell it. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


More Than Two Billion Dollars of Insurance in Force 











in New York City. 
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Fifty Million in Fifty Months 


A Gain in Insurance In Force every Month since Beginning 


This is the unequaled record of Country 
Life Insurance Company. Starting February 
|, 1929, with its first policy, it completed 
more than Forty-Eight Million in force, and 
has enough in the mill unissued and unpaid to 
round out Fifty Million on May |, 1933, the 
fiftieth month of its existence. 

At the end of 1932 it was not only liquid 
with its entire investment portfolio in bond 
holdings, but it had no defaults, nearly Two 


Million in assets, and a 1932 mortality of 
24.66°/, of the expected. 


A lapse ratio of 10%. 
Doing more than a million a month right through the 
moratorium. All participating policies, and all 
written in the State of Illinois. An unexcelled posi- 
tion of strength that means a future of untold 
development. 


Country Life Insurance Company 


L. A. Williams, Manager 
608 South Dearborn Street, Chicago, Illinois 










































Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
and progressive development. Tie to a company 
that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


Iowa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 
Davenport, Iowa 
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LIFE COMPANY 


CONVENTIONS 





Hold Convention in Quebec 


Mutual of New York $250,000 Club to 





Gather at Chateau Frontenac 
June 2-3 





The annual convention of the $250,000 
Club of the Mutual Life of New York 
will be held at the Chateau Frontenac, 
After a session and 
Vice-President 
Sargent of the Mutual Life will present 
The company’s af- 
President 


Quebec, June 2-3. 
luncheon the first day, 


field club medals. 
fairs will be discussed by 
Houston. 


Saturday after an address by a field 
man, a question box will be conducted 
by Assistant Actuary McLean, members 
of the agency department and speakers 
Following lunch there 
will be a demonstration, another talk by 
an agent and presentation of the sterling 
silver agency trophy by President Hous- 
which to any 
agency three times will give permanent 
i Houston and 
Vice-President Sargent will make clos- 


from the field. 


ton, the awarding of 


possession. President 


ing remarks. 
Arrangements 


de Beaupre. 


B. M. A. Regional Meetings 


Business Men’s Assurance 
7 at Dallas with W. T. 
J. C. Higdon, 


meet May 26-2 
Grant, president; 


and possibly the sales departments. 


June 9-10 Mr. Grant and Mr. Higdon 
will meet with Michigan, Illinois, Ohio 
and Indiana agents at Indianapolis and 
June 16-17 with agents from Kentucky, 
West Virginia and Tennessee, either at 


Lexington, Ky., or Louisville. 


Brandt, Barnes at Cleveland 


President U. S. Brandt and Frank L. 
i Ohio 
State Life, were speakers at a meeting 
Tuesday at Cleveland, attended by rep- 
resentatives from Akron, Ashland, Can- 
ton, Cleveland, Mansfield, Youngstown 


Barnes, agency vice-president 


and other cities. 


Sun Life Kansas City Meeting 


John Nelson, supervisor of public re- 
lations, and George T. Bryson, inspector 
of agencies, Sun Life of Canada, were 
in Kansas City for a sales congress of 
western Missouri. 


Sun agents from 
Forty attended. 


Tells 1934 Convention Plans 


The Equitable Life of Iowa will hold 
roduction clubs convention in 
hite Sulphur Springs, W. Va. 


its 1934 
July at 


for entertainment of 
women include a motor trip to Ste. Anne 


agents 
from Texas and southern Oklahoma will 


vice- 
president in charge of sales, and repre- 
sentatives from the underwriting, claim 
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Warns of Low Cost Policig 


Superintendent Coffin of Connecticu 
Mutual Urges Agents in Chicago Con. 
vention to Sell for Permanence 








Over-emphasis should not be placed 
on the low cost contract verging op 
term insurance merely because the in. 
come of many people is impaired, V.B 
Coffin, superintendent of agencies Con- 
necticut Mutual, declared in the com. 
pany’s regional sales congress in Chi- 
cago. While the low cost contracts may 
bring volume, there is no appreciable 
income in them for either company or 


agent. Public thought should be d- 
rected toward permanent, higher pre- 
mium life insurance. Guaranteed ip- 


comes should be stressed. He said the 
agent should strike high, working down 
to the type of insurance best suited 
the individual’s needs and ability to pay 

Now is the time | to “take the hearse 
cut of the garage,” he said. He finds 
agents have been talking such things as 
loans, cash values, etc., and in many m- 
stances the public is not being motivated 
to buy through such appeals. Sales 
must be dramatized. The agent must 
come down out of the realm of abstrac- 
tions and back to life insurance funda- 
mentals. A deliberate effort to drama- 
tize must be made. The hearse idea or 
fear appeal, while it should not be too 
roughly applied, will go a great deal 
toward overcoming the present day buy- 
ing apathy. 

Sell Idea of Permanency 


W. H. Pryor and E. A. Mueller of 
Milwaukee demonstrated the family in- 
come graded premium plan. R. B. 
Marsh of Chicago discussed the com- 
pany’s trust agreement. He said agents 
have been selling cash values and low 
rates and now should sell the proposi- 
tion of building up financial security and 
leaving it alone so it will carry out the 
purpose for which it was bought. 

H. J. Mershon and F. P. Beiriger of 
Rockford, Ill., demonstrated the sale of 
life insurance through the means of 
finding an irreducible minimum upon 
which a prospect expects his dependents 
to get along after his death. 

L. Steele of Chicago urged agents 
to ed themselves thoroughly in the 
purpose and methods of the business. 
He said agents today must be able to 
attract, hold, convince and motivate 
harassed negative minds. He said there 
is a strong appeal in educational insur- 
ance in view of the fact there are 1,000,- 
000 young people in college today and 
uneducated men and women will meet 
more and more competition from those 
who are trained. He urged that em- 
phasis be placed upon the lump sum 
check paid to the child upon graduation, 
and that it be pointed out this might 
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nable the youngster to choose the sort 
of job that would insure him an aus- 
picious start. 

A. J. Ward of Chicago told of four 
iramatic experiences which made him 
believe in life insurance. R. C. Merson 
of Grand Rapids, Mich., also spoke. 





Mutual Trust Club Meeting 


The “Old Faithful” club convention 
of the Mutual Trust Life of Chicago will 
be held in that city Aug. 29-31. 








News of Pacific 
Coast States 











Merkle Heads Oregon Group 


| Prudential Man Elected President of 
Life Managers Association at Its 
Annual Meeting 





PORTLAND, ORE., May 25.—At 
the annual meeting of Life Insurance 
Managers’ Association of Oregon, H. J. 





H. J. MERKLE 


Merkle, Prudential, was elected presi- 
dent; J. O. Broleen, Provident Mutual 
Life, vice-president, and B. F. Alldredge, 
Northwestern Mutual, secretary-treas- 
urer. Directors are Mr. Broleen; E. 
H. Groves, Equitable of New York; I. 
E. Hervin, Metropolitan Life; Mr. Mer- 
and R. L. Sherwood, Phoenix Mu- 
ual, 


First Joint Agency Session 


in San Francisco Success 








SAN FRANCISCO, May 25.— The 
first of a series of joint Monday morn- 
ing agency meetings under the auspices 
of the San Francisco Life Underwriters 
Association was held May 22, with a 
record attendance. A number of offices 
showed 100 percent attendance. The 
Program was in charge of the J. A. Sul- 
livan agency of the Equitable Life of 
New York. A program of five short, 
Snappy talks was given as follows: “Life 
asurance as a New Deal,” Harold John- 
son; “The Necessity for Selling a Large 
Number of Smail Policies,” J. M. 
Hamill; “Succeeding in the Life Insur- 
ance Business with What You Have,” 


oF O’Brien; “Retirement Annuity 
colicies for Women,” Mrs. Hilda G. 
sates; “Discontented but Satisfied,” 
J. W. Baird. 


It is planned to hold similar joint 
meetings at least one Monday each 
month the rest of the year, the pro- 


> to be prepared by various agen- 





Prosecute Unlicensed Solicitor 
SALT LAKE CITY, May 25.—Com- 


menced a vigorous campaign against un- 
licensed assessment life associations. In 
the first case prosecuted in the courts, 
the defendant, a Salt Lake City man, 
representing the American Aid Asso- 
ciation of South Bend, Ind., pleaded that 
he had been informed by those who 
appointed him that he would need no 
license. On the agent’s promising to 
cease soliciting in the future, Commis- 
sioner Smith consented to a suspended 
sentence, but said he hoped it would be 
a warning to others, as the department 
is determined to enforce the law. 

All these concerns have been ordered 
to cease operations unless they apply 
for and can qualify for a state license. 


Mutual Benefit Bill Vetoed 


The bill passed by the Colorado legis- 
lature proposing to place new mutual 
benefit associations under the control of 
the insurance department, has been 
vetoed by the governor. 


Hamilton National in Utah 


The Hamilton National Life of Los 
Angeles has appointed S. E. Cassity of 
Salt Lake City general agent for Utah, 
following the licensing of the company 
in that state. Mr. Cassity has appointed 
W. E. Evans sales manager. 





AGENCY NEWS 
Celebrates Twentieth Year 


C. N. Anderson, General Agent New 
England Mutual, Will Have Agency 
Gathering at Cedar Lake 

















C. N. Anderson of Des Moines, gen- 
eral agent of the New England Mutual, 
20 years ago opened Iowa for the com- 
pany. The agency is celebrating its 20th 
anniversary with a meeting at Cedar 
Lake, Ia. Mr. Anderson has charge of 
the Iowa and South Dakota plant. Su- 
perintendent of Agents Hastings will be 
present from the head office. General 
Agents G. W. Noble of Omaha, L. E. 
King of Topeka and W. F. Noble of 
Omaha are the other guests. 

The meeting will start Saturday after- 
noon and close Tuesday. There will 
be a business session Monday with an 
address by Mr. Hastings. On Tuesday 
there will be another session of ad- 
dresses by General Agents L. E. King 
and W. F. Noble and Mr. Hastings. At 
the banquet Monday evening G. W. 
Noble will be master of ceremonies. 
General Agent Anderson has invited all 
the agents and their wives to be pres- 
ent. He will be featured at different 
times during the meeting. 


Owen Agents Go “Over Top” 


Detroit agents of the Sun Life of 
Canada went “over the top” in the 62nd 
anniversary contest, sponsored by Man- 
ager Ernest W. Owen, producing 92 
applications for a total of $309,389, or 
neary 50 percent more than their quota. 


Loomis in St. Louis 
James Lee Loomis, president Con- 
necticut Mutual Life, was in St. Louis 
May 20 to attend a sales congress and 
dinner as part of the celebration of the 
25th anniversary of the entrance into 
life insurance of Stratford Lee Morton, 
a general agent there. Mr. Morton has 


spent all of his life insurance career 
with the Connecticut Mutual. 


Texas Mutual Men Elect 


At the annual convention of the Texas 
Association of Mutual Life Insurance 
Officials in Dallas the following officers 
were elected: W. S. Howell, Bryan, 
president; J. V. Singleton, Waxahachie, 
and W.C. Francis, Paris, vice-presidents 
and J. W. Patterson, San Angelo, secre- 
tary. Commission R. L. Daniel was a 
speaker. The next annual meeting will 














WHEN 
THE ENDS WON’T 


MEET 


There’s a new answer to life insurance problems 
in the Mutual Benefit’s new type of ordinary life 
contract. Constructed with a minimum invest- 
ment element, yet avoiding the disadvantages 
inherent in term insurance, it offers the highest 


type of permanent protection at a minimum of 


| initial outlay. 


THE MUTUAL 
BENEFIT 


LIFE INSURANCE COMPANY #® NEWARK, NEW JERSEY 

















“SERVICE OF THE HIGHEST TYPE” 


POLICIES WITHOUT A SUPERIOR: With over 100,000 
Western Families owning policies in this Company, no bet- 
ter evidence could be offered that Western men and women 
appreciate the complete protection our policies afford for 
family, business and old age. 


FOR AGENTS: Liberal contracts with life income provision, 
under District Manager System and Superior Home Office 
Service. 


CALIFORNIA-WESTERN STATES LIFE 


Home Office Sacramento 











THE UNITED STATES LIFE USurany 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 89 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 




















missioner Elias A. Smith, Jr., has com- 


be held in Galveston. 


A monthly magazine for health 
and accident salesmen. $2 a year. 


The A & H Review 

















THE NATIONAL 


UNDERWRITER 


May 26, 19335 








—= 











NEWS OF LIFE ASSOCIATIONS 





Wilson New Head in Illinois 


Succeeds Blanchard as _ Association 
President at Annual Meeting and 
Congress in Bloomington 


J. Hawley Wilson of the Massachu- 
setts Mutual in Peoria was elected 
president of the Illinois Association of 
Life Underwriters at the annual meeting 
in Bloomington. C. F. Axelson, North- 
western Mutual, Chicago, becomes first 
vice-president; E. N. Hersch, Equitable 
of New York, Elgin, second vice-presi- 
dent, and L. P. Livengood, Danville, 
general agent Minnesota Mutual, was 
elected secretary-treasurer. 

E. M. Ackerman, executive secretary 
Illinois Insurance Federation, was pres- 
ent as the guest of N. P. Blanchard, the 
retiring president, and told the members 
what is being done in Illinois to protect 
their interests during. the legislative ses- 
$10n. 

The sales congress of the Illinois as- 
sociation with the Bloomington associa- 
tion as host was held Saturday. Mr. 
Banchard presided at the morning ses- 
sion, President A. F. Hall, Lincoln Na- 
tional, discussed “Problems of Home 
Office Executives,” and L. Carson, 
agency manager Equitable of New York 
in Milwaukee, spoke on “Current Stabil- 
ity of Life Insurance.” 


Sales Congress Speakers 


After luncheon President Wilson of 
the state association presided and the 
new state officers were introduced. Vice- 
President H. W. Dingman of the Con- 
tinental Assurance pointed out in a talk 
on “Physical Selections” the many ways 
in which a field man can assist the home 
office by getting facts about the medical 
condition and history of the applicant. 
J. P. McDowell, manager Retail Credit 
Company in Chicago territory, followed, 
explaining how agents can help in moral 
and financial selection in the field. He 
told how his company operates in get- 
ting information and said agents on the 
home ground can be of invaluable as- 
sistance in disclosing family history. 

H. K. Schoch, general agent Aetna 
Life, Detroit, said time control and ex- 
tra effort are needed today to maintain 
production. He gave the formula 40 
hours, 40 calls and 10 interviews a week 
as a good plan to follow. 

‘© 

Chicago—Albert P. Steler of Detroit, a 
leading producer of the Mutual Benefit, 
addressed the Chicago association at its 





“Getting Five Cases a 
Week Regularly.” A nominating com- 
mittee was selected, with A. E. Patter- 
son, past president, as chairman to draft 
a slate of officers for a mail vote. The 
next will be the annual meeting. 
.* 6 © 

Appleton, Wis.—F. C. Hughes, Milwau- 
kee, general agent Mutual Benefit Life, 
will address the first meeting of the re- 
cently formed association May 25, when 
constitution and by-laws and a name 
will be adopted. G. R. Wettengel is 
president. The association expects to 
become affiliated with the National as- 
sociation. 


June meeting on 


* * * 


Eau Claire, Wis.—At a meeting here 
steps were taken to organize a local 
association, which expects to affiliate 
with the National association. About 30 
attended and a committee of five was 
appointed, with Archie Hurst, National 
Guardian Life, as chairman, to draw up 
constitution and by-laws. A. A. Heald, 
Milwaukee, general agent Provident Mu- 
tual and state membership chairman for 
the National association, and W. F. Win- 
terble, Madison, manager Bankers Life 
of Iowa, assisted in the organization. 
B. S. McGiveran, Eau Claire general 
agent Northwestern Mutual Life, was in 
charge of local arrangements. 

Eau Claire is the fourth Wisconsin 
city where Mr. Heald has helped or- 
ganize local associations, the others be- 
ing Green Bay, Appleton and Sheboygan. 

* * * 

Wheeling, W. Va.—cC. Vivian Anderson 
of Cincinnati, vice-president National as- 
sociation, spoke at a luncheon meeting 
with 80 present. O. J. Rizor, president 
Wheeling association, presided. 

* * * 

Spokane, Wash.—A one-day sales con- 
gress will be held May 31. L. O. Schriver, 
Peoria, Ill, first vice-president National 
association, will speak at both morning 
and afternoon sessions. S. I. Snortum, 
field instructor Equitable Life of New 
York, will also speak. F. Chapin, 
president Spokane association, will open 
the congress. 








* * * 


Bluegrass (Lexington, Ky.)—New offi- 
cers installed at the May meeting are: 
Edgar Richardson, president; E. H. 
Palmer, vice-president; John Ford, sec- 
retary-treasurer; R. C. Ware, national 
commiteeman; H. T. Young, J. N. Wig- 
ginton and C. M. Rankins, directors. 

of 

Montreal—Holding that serious over- 
crowding exists in insurance selling to- 
day and advocating a more careful 
selection of new agents with a view to 
limiting their number, the Montreal asso- 
ciation has addressed to all companies 
licensed in the province a resolution stat- 
ing that the association seriously depre- 





cates the great increase in the number 
of new agents, and pointing out that it 
would be in the best interests of the 
agents, the companies and the public if 
the number were greatly restricted. The 
resolution points out that there are ap- 
proximately 3,515 agents licensed in the 
Montreal district. 
se = @ 

Montgomery, Ala.—The May meeting 
was featured by a stereopticon sales 
demonstration by J. S. McRee and A. C. 
Wright of the Protective Life. Approxi- 
mately 25 agents attended. An informal 
talk was given by Hopson Owens, repre- 
senting a local newspaper, stressing the 
importance of agents properly appreciat- 
ing their work. 





* * * 


Hastings, Neb.—The Hastings associa- 
tion welcomed the good-will caravan of 
Omaha and Lincoln general agents, visit- 
ing the various local organizations. 
Those at Hastings were R. A. Edmiston 
and William Logan of Lincoln, William 
Summers, F. N. Croxsen and W. E. Riggs 
of Omaha. Mr. Summers acted as chair- 
man for the visitors. E. H. Eldredge of 
Hastings, manager of the Union Central, 
was in charge of the arrangements. 

*x* * * 

Saginaw, Mich.—T. E. Rogers, Detroit, 
state superintendent Peoria Life, at the 
May meeting said that life insurance 
now holds the confidence of the general 
public to a greater extent than any other 
American institution. He said this con- 





fidence constitutes perhaps the chief 
asset of the business in these difficult 
times. He pointed out, however, that 


the confidence is justified by the fact that 
the business has survived 19 panics, in- 
creasing its strength steadily. 

x * * 

St. Louis—W. W. Williamson, Chicago 
manager Connecticut Mutual Life, will 
speak at a luncheon Friday on “Assets 
and Liabilities in Selling Life Insurance.” 

* * * 

Northern New Jersey (Newark)—G. J. 
Gold of Zimmerman agency, Connecti- 
cut Mutual Life, was awarded a silver 
cup for the largest number of prepaid 


applications in Financial Independence 
Week and J. D. Clayton, Day & Cornish 
agency, Mutual Benefit Life, for the 


greatest volume of prepaid business the 
same week. 

Officers will be elected and a vote 
taken on revision of the by-laws and 
constitution at the June meeting. 

* * * 

Ottumwa, Ia.—Lee Gillis, Cedar Rapids 
district manager Equitable Life of New 
York, spoke on mental attitude, mental 
energy and mental health. The Ottumwa 
association plans to hold a sales con- 
gress June 9. 

* * * 

Colorado — Nominations presented at 
the May meeting include Glen A. McTag- 
gart, Denver, Prudential, for president; 
H. D. Reisa, Denver, Mutual Life of New 
York; L. E. Robins, Fort Collins, Frank- 
lin Life, and William Birney, Pueblo, 
Equitable of New York, for vice-presi- 





Angus O. Swink 
President 





Memorial Day, May 30th! 
from life insurance companies bring fond memories 
of those who invested wisely in life insurance. 


To the Thinking Life Insurance Men 


of America 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 


Income checks 








dents; P. S. Jolley, Denver, Travelon 
secretary-treasurer, and J. E. Robingsy) 
Denver, New York Life, chairman exe) 
tive committee. A 
* * * ‘ 
Council Bluffs, Ia.—A. W. Van Houty 
Davenport, president Iowa State ASsocis 
tion, spoke at a special meeting on ths 
growth and work of the various as», 
ciations in the state. 
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Sioux City, Ia.—When an agent sehiy 
life insurance he must remember that a. 


is not really selling insurance but rath» 
is selling food, clothing, shelter and edy. 
cation, Mrs. U. S. Prichard, head of th 
National association’s American fami) 
department, said at the monthly meeting 

“Not 50 per cent of the heads of fap. 
ilies who die in the United States leay 
enough of an estate to carry their fan. 
ilies through for even a short time,” sh 
said. “Everyone realizes that the futy, 
of the American home therefore is &. 
pendent on life insurance.” 

She traced the connection between lip 
insurance and the activity of the varioy 
women's clubs through her department é 

: 
é 


ee. 


sagen 


*x* * * 

Davenport, Ia.—Paul C. Otto, genen 
agent Connecticut Mutual Life, will » 
the next president. Other officers who» 
nomination is equivalent to election an 
Merle Van Epps, Penn Mutual Life, ani fy 
oO. C. Hansen, Prudential, vice-president: F 
Lumir Milato, Travelers, secretary, anf” 
Dick LeBuhn, Massachusetts Mutw F 


treasurer. 
* * x 


Columbia, Mo.—The Columbia associa. 
tion has been organized by 14 agents 
The officers are: R. G. Lehnen, general 
agent Missouri State Life; John Riley 
Connecticut Mutual and Reliance Life 
secretary, E. C. Cummings, America: 
Life & Accident; treasurer, George Jack- 
son, Equitable of Iowa. A meeting wil 
be held May 26, at which time the men- 
bership is expected to be increased to & 
and constitution and by-laws will b& 
adopted. C. O. Fischer, president of th 
new Missouri Association of Life Under- 
writers, will attend. 


Lifting of Ban in , 
June Is Opposed > 


(CONTINUED FROM PAGE 3) 


are active in persuading and even con- 
pelling policyholders to either surrender 
their policies or procure cash loans for 
the purpose of reducing their indebted- 
ness to the bank. In other words, he 
says, banks which are ostensibly operat- 
ing on an unrestricted basis are redut- 
ing their credit at the expense of the 
insurance companies. The lifting of the 
moratorium, he offers, would greatly in- 
tensify this trend. Moreover, he points 
out, the country seems to be embarked 
on a course of inflation and however 
controlled this maybe, it will undoubt- 
edly be accompanied by speculation 
The recent course of the stock market 
is indicative, he states. 


Hoarding and Speculation 


The primary purpose of the morator- 
ium, according to this executive, was to 
prevent hoarding and speculation. Both 
tendencies still exist, the latter in 4 
more aggravated form than was present 
when the moratorium was established 
He expresses the belief that a gradual 
lifting of the moratorium is not desi- 
able, if by this is meant that the spect 
fied limit on loans and surrender values 
shall be increased. Such an increase, he 
states, will have very little effect on the 
large companies, but would spell doom 
to many of the smaller companies. 

This executive states that he would 
like to see the regulations recast. The 
present details, he states, could very 
well be eliminated and in their place 
there might be adopted a simple rule 
under which the companies would be 
empowered to decline to make loans of 
pay cash values unless they were satis 
fied that the loan or cash value was de- 
sired to meet an actual need. This would 
eliminate hoarding and speculation ané 
would afford sufficient protection to all 
companies, small and large, he stated. 

The executive of another eastern com- 
pany expresses the opinion that if the 
lifting of the moratorium would meat 
receivership for a considerable number 
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| ACTUARIES 





CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


4 Sansome Street 
SAN FRANCISCO 











437 So. Hill Street 
LOS ANGELES 














A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 
Glendale, California 

Phone: Douglas 3118 














ILLINOIS 
DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILLINOIS 




















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 


Statisticians 
——) 














J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
Author “A _ and Accounting for a Life 
nsurance Company.” 
Legal Reserve, Fraternal and Assessment Business— 
226 North La Salle Street 














Phone Franklin 6559 Chleage 
INDIANA 
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The only exclusive accident and health paper. 
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sell income protection insurance. = 
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should not be done on June 1. He states 
that his company has materially im- 
proved its cash position and its execu- 
tives feel that they would be able to 
withstand any reasonable demand for 
loans and surrenders. Nevertheless, he 
states, if the lifting of the moratorium 
is going to put a number of companies 
in the hands of receivers it is conceivable 
and very probable that it would start 
a run upon all companies greater than 
they could meet. It was just this sort 
of thing, he points out, that required a 
general closing of the banks. Conse- 
quently, he states, the safe course is in- 
dicated and the moratorium should be 
imposed for a while longer. 

This executive states there has been 
constantly a gradual lifting of the mora- 
torium in that increase in amounts pay- 
able and additional items for which loans 
and surrenders may be made have been 
introduced. The moratorium, he states, 
is almost entirely lifted except for cases 
of hoarding. The moratorium is, how- 
ever, having the effect that many people 
feel they can get no money on their life 
insurance so there is no use to try. Some 
have heard that about $100 is all they 
could get and while many of them are 
taking this, many are putting in for in- 
creased amounts for taxes, interest, etc., 
and many more are not bothering with 
the attempt to surrender or make a 
loan. The life insurance interests, he 
states, have a common purpose which 
is to maintain the stability of life insur- 
ance and to protect all policyholders in 
all companies from not only loss of their 
values but loss of life insurance protec- 
tion, which perhaps never can be re- 
placed. 

Another eastern executive expresses 
the belief that the older and stronger 
companies that are probably in a posi- 
tion to meet cash demands would be 
well advised to suffer the penalty inci- 
dent to the continuance of the morator- 
ium in an effort to prevent the rather 
widespread failure of the group of 
younger and smaller companies, pro- 
vided that some definite steps were be- 
ing taken looking to the orderly liquida- 
tion by way of reinsurance or through 
the refinancing of these compantes 
within a reasonable time. 

If no steps are to be taken, this ex- 
ecutive expresses the belief it is not wise 
to bolster indefinitely institutions which 
are inherently unsound. 

Life insurance, with its 12 billion of 
dollars of assets subject to call should 
be an essential problem for the national 
administration, this executive believes. 
There are three courses of action open. 
One is that the situation could be al- 
lowed to drift until a crisis is created 
and some action becomes unavoidable. 


Consequences Are Seen 


Or restrictions on withdrawals may 
be maintained and as circumstances re- 
quire, more rigidly reimposed. If this 
is done, he states, it seems clear that it 
will shortly be necessary for life insur- 
ance to abandon any pretense that val- 
ues are subject to cash withdrawals 
either in the form of cash values or 
loans. To abandon cash and loan values, 
he states, would mean that the insured 
would realize from the start that his 
policy, so far as its values were con- 
cerned, represented a participation cer- 
tificate in the assets of a company and 
that he could not expect to get their 
equivalent in cash unless the company 
was in a position itself to cash the as- 
sets and at its option buy back his par- 
ticipation certificate. He would be in 
the same position as the holder of a 
bond which is only cashable at its ma- 
turity date and can only be converted 
into cash before that date if a purchaser 
is found. This would be a serious blow 
to the sale of life insurance. 

The cash withdrawal feature has been 
so emphasized in the past few years that 
people have come to regard it as the 
essential feature of a life insurance con- 
tract. It would require revision of all 
policy contracts and new legislation in 
practically all states since most states 
have laws compelling the granting of 
surrender or loan values in policies. 

A third course, this executive states, 
would be the setting up, under the aus- 








In 1932 


PROTECTIVE LIFE completed the twenty-fifth 
year of its history and the third year of the 
present depression,— 








With its capital and surplus unimpaired ; 


With a renewal premium income only 1.2% 
less than the previous year and 4% greater 
than in 1929; 


With total premium income only 2.1% less 
than the previous year; 


With a total income, including premium and 
investment income, only 6.6% less than the 
previous year, which was the largest in the 
ag history, and 1.6% greater than in 
1929; 


With a decrease in total outstanding loans to 
policyholders, 
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C cooperation 
that produces results 


EPRESENTATIVES of the State Life of Illinois are inspired by 
the increased business secured through the enthusiastic co- 
operation of our Policyholders. 

A cooperative plan that produces prospects, resulting in a 
higher average of business per call enables our representatives 
to earn a steady income. 

Limiting its operations exclusively to its Home State (Illinois), 
has resulted in economies of management which enables the 
Company to offer direct Home ce connections to experi- 
enced producers who desire maximum commissions first year 
and renewal. 


Inquiries regarding agencies in the following cities in Iili- 
nois are invited: eg Sterling, DeKalb, Springfield, }e 
ia 


Danville, Quincy, Centralia and Alton. 
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pices and with the backing of the fed- 
eral government, of an institution which 
would, as it related to life insurance, be 
the equivalent of a federal reserve sys- 
tem in banking. 

The first and primary purpose of this 
institution would be to furnish a place 
where, as the necessity arose, life in- 
surance companies could freely as a 
matter of course and without public 
criticism, pledge their securities for 
cash. Recognizing that in essence life 
insurance is and must be as much a part 
of the financial system of the country as 
banks, he states, there is no reason 
why their assets of the right type should 
not be used as a basis for currency ex- 
actly as the new currency provided in 
recent legislation. 


Could Be Self Supporting 


Such an institution, he states, could be 
amply self supporting, any possible ex- 
pense being compensated for by the dif- 
ference between the growing rate of in- 
terest on secured loans and ‘the interest 
charged by life insurance companies. 

The second function of such an insti- 
tution would be to establish, beyond 
question, the confidence of the people 
in the life insurance companies afhliated 
with it. It would not be sensible or ad- 
visable, he states, that the central insti- 
tution should attempt supervision ot life 
insurance companies as to the detailed 
methods of their operations, such as the 
state attempts. It would, by the initial 
and periodical check ups, satisfy itself 
constantly that the assets of a company 
as to amount and character were suffi- 
cient to meet its liabilities. 

In setting up any such plan, he states, 
there would be many companies, at pres- 
ent, that could not qualify. Such com- 
panies could be treated much as the 
banks that could not qualify for reopen- 
ing have been treated. Some of them 
could continue in business on some lim- 
ited basis. Some of them, by the intro- 
duction of new capital, plus any aid that 
is contemplated under a legislation al- 
ready pending by the R. F. C. could re- 
habilitate themselves and some would 
have to be taken over and liquidated 
either through reinsurance or the nor- 
mal process of administration. 

Big Cash Demand 


It should be emphasized, he states, 
that in the entire pool of national re- 
sources which is being created, the 
12 billion of withdrawable cash in the 
hands of life insurance companies, rep- 
resenting 22 percent of the total amount 
subject to withdrawal on all institutions, 
is so big a factor that it cannot possibly 
be ignored. Sooner or later, he states, 
the people who are reshaping the na- 
tional financial structure will get around 
to the life insurance companies. 

The executive of another large com- 
pany expresses the belief that if the 
moratorium should be lifted without 
publicity, there would be no difficulty 
experienced by the companies. 

If the restrictions are lifted on June 
1 and it is given wide publicity, many 
people will be led to withdraw funds 
that it would not otherwise occur to 
them to touch, he states. With the rise 
in the stock market, he states, the policy 
loan demands should go down and by 
fall, when some measure of prosperity 
will possibly return, it will in all prob- 
ability be perfectly safe to lift the re- 
strictions without destroying any policy- 
holders’ equities. 

He expressed the belief that the proper 
course is to gradually relax the restric- 
tions rather than to lift them all at once. 
The bad reaction shown by policyhold- 
ers early in the moratorium was largely 
caused by the shock of the bank holiday 
and today this executive states he finds 
very little adverse reaction. 


Postpone Until Fall 


Still another executive of an eastern 
company expresses the belief that the 
lifting of the moratorium should be 
postponed until fall. Probably, he states, 
some of the restrictions should be modi- 
fied as there are inequities in the pres- 
ent rules which are not satisfactory to 
administer. 

The possibility of a broad inflationary 





program that would rapidly change the 
commodity price level is by no means 
negligible, he declared. If it should 
come to pass that there were no restric- 
tions there is great danger that a num- 
ber of policyholders, he says, especially 
men of wealth and corporations would 
withdraw their life insurance equities 
and invest them in commodities, com- 
mon stocks and other tangible property. 

Since a rapid increase in the com- 
modity price level would tend to depress 
the market for the highest grade securi- 
ties, the great danger of a movement of 
this kind is evident. 

Transfer the Load 


Also, he asserts, there is danger that 
conservators of closed banks and others 
desiring to realize on frozen bank credit 
would attempt, if they could, to trans- 
fer the load to the insurance companies. 
This, he states, is probably not as ser- 
ious a menace relatively to the larger 
eastern companies as it is to those in 
the middle west. However, he declares, 
in the interest of the institution as a 
whole precaution should be _ taken 
against its coming to pass. 

There is also the problem of com- 
panies whose assets are frozen at pres- 
ent but whose position will be greatly 
improved by a reasonable rise in the 
commodity price level, thus enabling 
borrowers to keep up with their obliga- 
tions to the companies. If by giving a 
few months more time to these com- 
panies they can be removed from the 
danger zone, it is highly desirable that 
the course be followed. 

The commissioners, he states, will un- 
doubtedly have summarized for them 
the reports that are being made by in- 
dividual companies each week to their 
own state departments and this should 
give a clear picture of the liquidity trend 
of the individual companies. 

Southern Man’s Views 


The executive of a company, most of 
whose business is in the south, ex- 
pressed the belief that considering the 
present improved conditions, any rea- 
sonable demand for cash could be ab- 
sorbed and even though this brought 
about some inconvenience it would be 
more than offset by the great good ac- 
complished. 

This executive states that 75 percent 
of the policyholders of his company 
have free access to loan values and the 
demand is not extravagant, especially 
in view of the number of closed banks 
in the territory. 


Expect Moratoria 
to Be Continued 





(CONTINUED FROM PAGE 3) 


mand with a view to conserving every 
dollar of liquid assets to which policy- 
holders did not have a claim backed by 
real necessity. 

The barring of demands not based on 
necessity is regarded as advisable for 
three reasons, to prevent hoarding, fore- 
stall speculation and discourage banks 
from inducing borrowers to repay loans 
by borrowing on or surrendering their 
life insurance. 

The data now being assembled on 
companies’ experience with policy loan 
and cash surrender demands, both be- 
fore and after the restrictions went into 
effect, undoubtedly will be helpful to 
the commissioners in arriving at their 
decision in Chicago. The diversity of 
rulings in different states may be of 
some help also in indicating the effect 
of a greater or less degree of liberaliza- 
tion. The information is being com- 
piled by a committee of the National 
Convention of Insurance Commission- 
ers. 


Fall Meeting of Actuaries 


The autumn meeting of the Actuarial 
Society of America will be held at the 
Edgewater Beach hotel, Oct. 18-20. It 
will meet jointly with the American In- 
stitute of Actuaries in Chicago. 











OPPORTUNITIES 


District Managers 
and 


General Agents 


desiring an excellent contract 
with an old established New 
England life insurance com- 
pany writing all lines of life 
and accident and health poli- 
cies should investigate the op- / 
portunities existing with this 
company. If you reside in the 
States of Michigan, Ohio, Illi- 
nois, Indiana, Iowa, or West 
Virginia, your application will 
be given our immediate con-| BF ; 
sideration. Write today giving |B) ic 
full particulars addressing|f) * 
your letter to Box No. X-37, 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 





contract, and so free was it from con- 
fusing technicalities and restriction 1s 
that we were told we'd get ‘“‘burnt.’ 


But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven't been burnt. 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. : 
Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 
COMPANY 
Executive Office 
CINCINNATI-ONIO 





inter-Ocean Casualty © 





| American Bidg., Cincinnatl, Ohle. 
Please send me information regarding your ** | 
| dent and health policies. 
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| Average Case Most Profitable 


for Agent 1 


in [hese Times 





A misconception of where the market 
for life insurance lies may be the cause 
for the sales difficulties of the life in- 
surance man, Albert P. Steler of the 
Mutual Benefit in Detroit, a large pro- 
ducer who for seven years led his com- 
pany in number of lives insured, told 
the Chicago Association of Life Under- 
writers at the May meeting. It is grati- 
fying to get the large application, but, 
Mr. Steler said, the late Winslow Rus- 
sell, vice-president of the Phoenix Mu- 
tual, made a survey which indicated that 
almost invariably the av erage sale is the 
equivalent of one year’s income. This 
being so it is difficult to maintain steady 
production by attempting to sell large 
contracts. 

No matter how large the agency, Mr. 
Steler said, it will be found the real bulk 
of the business is produced by the aver- 
age agent with average cases. He be- 
lieves there never has been so great an 
opportunity for the average agent as 
now. 


Says Selling Ability Is 
Least Important Factor 


Success in selling life insurance, he 
said, is due only about 10 percent to 
selling ability, the other 90 percent ‘n- 
volving methods, organization and plan 
of work. Lack of any of these may 
mean failure, especially since life men 
have no established routes and no cer- 
tain class of people to call on. 

While it is not possible to formulate 
a plan which can be applied successfully 
to all agents, there are, however, funda- 
mentals which bring success. The suc- 
cessful life insurance man does the same 
thing in the same way day after day, 
though he may not be conscious he is 
doing so. This applies to the sales talk, 


which as used by the successful life 
agent may not have been prepared la- 
boriously and written down on paper, 


but nevertheless follows a definite form. 

Mr. Steler said it is necessary for life 
agents to keep on pushing these days. 
The power must come from within 
them. There is no one to help. Agents 





must formulate plans and discipline 
themselves. 

One way to increase volume is to in- 
crease number of lives insured. Mr. 
Steler said in these days of sales diffi- 
culties he finds he can maintain his pro- 
duction by not neglecting the number of 
lives. He strives toward completing his 
monthly quota of paid for by the 20th, 
leaving ten days to exceed the quota. Mr. 
Steler in preparing his prospect list sets 
down the amount which he is going to 
propose. If that prospect falls down in 
the interview Mr. Steler goes out and 
finds another prospect for the same 
amount. He even tells his prospects this 
is what he does and often finds this in- 
dependent attitude results in a sale. 


Secure Many Benefits 
from Selling Small Cases 


The best part about going out after 
the average case is the fact that the 
smaller policyholders so often turn out 
buyers of larger amounts. It is fine to 
write the $100,000 case, yet maybe the 
limit has been seld and barring an un- 
usual turn of events the buyer is no 
longer in the market. With ten $10,000 
cases, Mr. Steler said, the agent has ten 
customers from whom future business 
may be secured, acting as centers of in- 
fluence in ten places instead of one, with 
the result that the cumulative sales eas- 
ily can represent a huge amount if the 
agent keeps on the job. 


A big asset of the average business 
is that notes are almost a negligible 
item, whereas they are necessary on the 
larger cases. Another factor is lapse. 


Ten $10,000 cases, he said, are bound to 
show a better lapse record than a single 
$100,000 case, to say nothing of the 
death record. Many small cases really 
insure the agent’s renewals. It should 
not be difficult for an agent to write 
at least an application a week. There 
is an element of pride in maintaining 
weekly production that materially helps 
the agent to succeed. 

After consecutive weekly production 
is thoroughly grounded in the agent's 


mind, an important thing to have is a 
plan or goal. Mr. Steler sets the total 
volume for the year which he feels rea- 
sonably certain of securing and then 
divides it into 48 weeks’ work of six 
days a week. He has only to complete 
each week's quota to make his yearly 
total. 


Time Is Worth Money 
Yet Agents Throw It Away 


The use of time is the most important 
link in the chain. Agents would not 
throw money away, but many are very 
careless how they use their time. Mr 
Steler said the average agent spends 
only about an hour a day actually in the 
presence of the buyers, even though he 
may work six, eight or even ten hours 

day in preparation. Mr. Steler never 
goes to the office in the morning and 
rarely before 1 o'clock. However, he is 
out canvassing by 9:30 in the morning. 
He feels thus that he is starting out 
fresh, usually in a good mood and he 
is able to get in several calls before 1 
o'clock. The agent who goes to the office 
in the morning may find unpleasant 
communications from the company, Mr 
Steler said, and by the time that he 
gets out in the field the day is ruined 


Complete Daily Record 
of Calls Very Helpful 


It is necessary for the agent to know 
what time in the day he is most ef- 
fective in closing cases and then to make 
a point of having his interviews at that 
time. Mr. Steler keeps track of his calls, 
not counting calls where people were 
out or could not be seen, nor those 
purely for service. At the end of the 
week if his volume is off he usually finds 
the number of calls has gone down. If 
he has made the proper number of calls 
and has not got the volume, he knows 
something is wrong; he is either not in 
closing form or has spent too much time 
visiting or talking about subjects not 
related to life insurance. He usually 
sees between 30 and 40 people a week 

Mr. Steler last year closed 167 lives 
for more than $800,000 in his company 


alone, the outside business running it 
over a million. In 1930 he sold $1,128,- 
200 on 218 lives, being 41 percent over 
his quota. He sold 30 cases in eight 
weeks, making 314 calls and 150 at- 
tempts to close. He is associated with 


the Johnston & Clark general agency of 
the Mutual Benefit. 








Manager Tests Coin Bank; 
Sells Application a Day 





It was worth $50 or $60 a day for 
+. J. Budinger, manager of the Franklin 
Life in Chicago, to try out the coin 
bank canvassing method. Mr. Budinger 
gave it a personal test of three weeks 
preliminary to introducing it among his 
agents He made 48 calls, found 15 
out, made only the approach to seven 
people, had ten incomplete and 16 com- 
plete presentations. He closed seven 
cases with $630 premiums and volume 
$17,500. All the cases were sold on 
retirement income form. Mr. Budinger 
obtained three excellent, two good and 
15 fair prospects. He also secured 12 


new leads. He prepared by sending 20 
letters a week in advance. 

His interview was simple, consisting 
of placing the bank in the prospect's 
hands, pointing out the difficulty of fol- 
lowing a systematic saving plan other 
than through life insurance, and also a 
conservative investment plan that would 
net 5 percent. He pointed out that the 


average man would need to save $24,000 
to get a living income at age 60 or 65, 
whereas the life insurance plan gives 
the same results through saving only 
half that much 
Required Some Cash 

he plan proposed called for putting 

25 cents a day in the bank, paying a 


monthly premium and paying $7.50 down 
with the application. He received the 
money with all applications and only 
one case was declined 

Mr. Budinger said three weeks’ effort 
ndicated clearly to him that a man of 
average intelligence who worked hard 
with such a definite plan could write an 
application a day, averaging $80 to $100 
premium per case. Mr. Budinger spent 
only two days a week actively on this 
work, the rest of the time being occu- 
pied by general agency duties 

rhe occupations which he sold 

newspaper editor, proprietor of a 
cleaning shop, manager, assistant 
ager and clerk of a laundry, a 
and nurse. 


were 
dry 

man 

dentist 


The Mid-Continent Life of Oklahoma 
City is celebrating its silver anniversary 
with a drive for an application a week 
during the year by each agent 

















Girard Life Insurance Company 
Philadelphia, Pa. 


Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigan 


Generous first year and renewal commissions. 
Low net cost policies. 


We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 


When writing give us a fair word picture of yourself and your insur- 


ance experience. 


Your correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 




















President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, IIlinois. 


Dear Sir: 





Rockford Life Has a Message for You 


‘It Concerns Contract Direct 
With The Company 


SEND ME THE MESSAGE 
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No Better Territory 
No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


Ww. W. Lane, F. L. Alexande 
Secretary President 
W R. Smith. Field Vice-President 


LAFAYETTE, INDIANA 











Wanted! 
GENERAL AGENTS 
In 


Illinois, Missouri 
and Kansas 


St. Louis Mutual Life Insurance 


Company 
Originally Incorporated 1857 


3640 Washington Blvd. St. Louis, Mo. 


it you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 


the 














square 
deal 


Agency Contract 


as issued by 












Ingurance Company, 
Madison, Wisconsin 
| Openings in Wisconsin, Min- 
nesota, Iowa and Ohio 
USE THIS COUPON! 


C. M. Kremer, Agency Supt. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 
I would like details of your square deal 
contract. 





Name 


Address 
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Old Men Must Make New Contacts, 
Says C.B. Metzger of Woods Agency 


PHILADELPHIA, May 25.—The 
old agent who will not accept advice in 
the matter of contacts is on his way out 
of the business, C. B. Metzger, superin- 
tendent of the Edward A. Woods Com- 
pany, Pittsburgh general agent Equi- 
table of New York, told the May meet- 
ing of the life managers of the Phila- 
delphia Association of Life Under- 
writers. 

Mr. Metzger asserted that new con- 
tacts are essential to agents who were 
formerly successful. Many of their old 
contacts are meaningless today because 
such contacts are in the main financially 
embarrassed. The agent who refuses 
advice and declares, “That’s the way I 
always did it,” is in for trouble, said 
Mr. Metzger. 

Veterans Become Blase 


The danger of veteran agents becom- 
ing blase in their attitude regarding 
methods and records and of their disre- 
garding prospecting fundamentals, was 
pointed out by Mr. Metzger. As an 
illustration, he cited the case of a vet- 
eran agent who had torn up old card 
leads and consigned them to the waste 
basket. A newer man in the Woods 
organization, noting the act, recovered 
the torn cards and sold seven policies 
from the leads. 

Mr. Metzger declared that never was 
there a time when it was easier to ob- 
tain new men and that there never was 
a time when more cautious hiring was 
in order than today. He said that his 
own agency had interviewed 4,500 men 


last year, issuing 195 contracts. This 
year, to date, 1,000 have been inter- 
viewed and 58 signed up as desirable 
agency material. 

The Woods agency experience shows 
that a new agent should be able to 
finance himself for at least four months 
and preferably six. His agency, he said, 
had taken on men lacking funds “much 
to our regret.” 

Second Six Months Critical 


The speaker asserted that the second 
six months of a new man’s career is 
the critical period. In the first half year 
in the business, the new agent will 
usually sell some business to his friends 
and relatives. Then, with the easy leads 
exhausted, the slump comes and the 
necessary financial reserve becomes 
imperative. It is in the second half that 
the agent demonstrates to himself and 
kis manager whether he belongs in the 
business. 

Mr. Metzger declared that supervi- 
sion of new agents and old ones never 
ends in his agency. Close attention is 
given every man for at least two years. 
The agency takes care not to let a man 
go as long as he makes an honest effort 
to succeed and his mental attitude is 


right. Every man in the Woods organ- 
ization, new agents included, has a 
auota. Mr. Metzger stressed the fact 


that new agents should be started pro- 
ducing as quickly as is possible. “Take 
him out,” he advised, “and close a case 
before the sun goes down. Show him 
how it is done.” 








Serious Questions Arise 
Over Lifting Moratorium 
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companies in the south and west do 
not want to see the moratorium lifted, 
although some feel that a few of the 
rules in certain states might be amended 
to the advantage of everyone. They are 
held to be more or less impractical in 
their application. Undoubtedly in the 
east, there is a stronger sentiment for 
lifting or modifying the moratorium 
quite a bit although even there, many 
companies feel that the time has not 
arrived for any action. The consensus 
of opinion is that life insurance money 
should not be open to hoarding or 
speculation. Until the government at 
Washington decides on its financial pol- 
icy there will be more or less doubt as 
to the future. 


Want All Reasonable Demands Met 


If the speculative fever continues 
and if inflation is brought into play 
whereby the prices of all physical com- 
modities rise, naturally people will put 
their money in those concerns and their 
products that are going upward. This 
would mean that people would withdraw 
their money from savings banks and life 
companies. If, therefore, the lifting of 
the moratorium means a continuation ot 
the same attack on policy equities as be- 
fore it was established or even a more 
intense drive, some companies could not 
stand the pressure. The question natur- 
ally would arise if there were a number 
of life insurance failures, what would be 
the ultimate effect on even the strongest 
companies? This is a question that is 


causing much solicitude. 

So far as the life executives are con- 
cerned they seem perfectly willing to 
open the way for all necessary demands. 
They do not desire to pave the way 





for withdrawals for purposes that are 
speculative or where people desire to 
hoard. Some companies find that hun- 
dreds of policyholders got loans on their 
policies or surrenders merely to get in- 
surance in other companies. This caused 
many lapses and great waste. While 
some of the companies in the east take 
the position that they should not be 
held back and restricted because of num- 
erous other companies that may not be 
able to stand the strain, no one is able 
to forecast what would happen if a life 
insurance panic started. 
Might Create Havoc 


If life insurance company failures 
started and companies thoroughly well 
managed were engulfed and ruined that 
might start a run of serious dimensions 
on all companies. If, therefore, a second 
moratorium had to be established it 
would be far more disastrous than the 
existing one. The sentiment is growing 
that until conditions are stabilized and 
the fiscal policy of the government es- 
tablished it would be unwise to tamper 
with the moratorium in spite of the 
strong pressure from the field ranks. 


Comment by a President 


One company president, whose insti- 
tution is in first-class shape, gives his 
opinion as follows: 

“IT am not in favor of lifting the re- 
strictions entirely on June 1. I think 
it would be a very serious mistake. I 
have studied carefully the restrictions 
under which we are operating. While it 
is an easy, though very hazardous, mat- 
ter to criticize unless you have some- 
thing better to offer, yet, taken as a 
whole, i think the present restrictive 
regulations are about as good as could 
be prepared, granting that there are 
some defects. I would regret to see any 
material changes for the reason that we 
have been operating under these for 
some time and have, in a measure, ad- 








justed ourselves to the situation. The 
public generally is fairly well informed 
as to the restrictions. Any modificatiog 
would require further explanation ang 
readjustments. 

“At the present time the most annoy. 
ing feature is the apparent dispositiog 
of some companies through their ageney 
organizations to make it a competitive 
proposition. For illustration, in states 
where there are no restrictions, thes 
companies through their agency organj- 
zations are advertising, quite vocifer. 
ously, that they are making loans 
‘promptly and in full,’ thereby casting 
some reflection upon companies that are 
not doing so. I think eventually it will 
do these companies and their agency 
organizations more harm, even in the s0- 
called open territory, than it will benefit 
them. We are making every effort to 
comply. with the full principle of the 
order without creating any hardship 
whatsoever on the policyholder. My 
own view of the matter is that the pres. 
ent restrictions should be continued and 
that all companies be required to an- 
nounce to their agency organizations 
their intended compliance with the reg- 
ulations so far as restrictions are con- 
cerned, thereby eliminating the competi- 
tive feature whether it be in a state 
operating under a local order or ina 
state which has no order. These orders 
should be made binding and should be 
enforced. 

Not Questions for Agents to Decide 


“The questions involved are not ques- 
tions to be determined by agency de- 
partments or sales organizations, and, 
again I say, unless the supervising offi- 
cials of the various states get together, 
recognize the situation and promulgate 
and approve a uniform order which in- 
cludes enforced compliance therewith, | 
feel we have reached the point where 
our system of state supervision is break- 
ing down. It does appear to me that 
they could see the situation clearly. It 
is not one that has been brought about 
by the insurance companies and they 
should not be called upon to do the 
banking business of the country. The 
big problem is conservation and the or- 
der does not include restrictions upon 
any other than the primary functions of 
life insurance companies. It should be 
continued and enforced.” 


Change Might Be Suicidal 


One company executive calls atten- 
tion to the fact that if there is to bea 
material upturn in security values many 
companies’ problems will be just about 
solved. He thinks that a change 0 
horses in the middle of a stream at the 
present time would be suicidal. If great 
publicity is given to the lifting of the 
moratorium and there is a recurrence 0 
loans on companies, many will be forced 
to sell their securities on the market i 
order to meet demands. This will mean 
therefore that life companies instead 0 
being buyers of good securities will be 
sellers. This will greatly affect the st 
curity market situation. 

Furthermore this executive says that 
the failure of a life company is far more 
serious than any bank. The failure o! 4 
bank has a severe local effect. The fail 
ure of a life company may have 4 M* 
tional effect. At least its failure involves 
large numbers of people located in dit- 
ferent sections. 


Mortgage Moratorium Extended 


Governor Schmedeman of Wiscons!t 
has signed the bill which extends the 
provisions of the mortgage moratoriut 
act, passed earlier in the legislative S& 
sion, to all types of mortgaged real ee 
tate property. The original act applied 
only to farms and homesteads. 
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